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For more than a decade Northwestern National Life has con- 






centrated on having a sales force second to none in quality and in the 









calibre of its training. During 1953 the number of new salesmen 






who were brought into the business and trained at NWNL’s Home 






Office schools was increased by 32% while maintaining the same 






high standards which all new NWNL agents must meet. Recruiting of 






qualified men, most of whom come from other lines of endeavor 






where they have been successful but unsatisfied, will continue at an 






accelerated pace in 1954... 






“In keeping with its practice of building from within, NWNL during 





the past year increased by 40% the number of successful and 















experienced salesmen it has withdrawn from its sales force for 
full-time salaried management training—training which will prepare 
them to be future agency managers or general agents, and which 
will give the Company qualified personnel to expand its operations 


into new areas or for managerial replacements.” 


The recruiting and training of qualified new men from other lines 


of business, and the development of more field management talent 





“from within” are the twin objectives of NWNL’s manpower policy 
which is resulting in more new permanent life insurance careers 


and a net gain in quality manpower for the industry as a whole. 
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Claris Adams 
Succeeds Hogg as 
ALC Staff Chief 


Ohio State Life 
President Returns to 
Post Held in 1926-29 


Claris Adams, president of Ohio 
State Life and widely known in in- 
surance circles throughout the coun- 
try, on March 1 will become execu- 
| tive vice-president of American Life 








Convention. 
Mr. Adams oc- 
cupied the top 


ALC staff position 
from 1926 to 1929. 
He became presi- 
dent of Ohio State 
Life in 1936 after 
serving as execu- 
tive vice-president 
of the old Ameri- 
can Life of Detroit. 

Mr. Adams suc- 
ceeds Robert L. 
Hogg who, on Ap- 








| Claris Adams 
| ril 1, will go with Equitable Society 
| as senior vice-president and advisory 


' counsel. 
Mr. Adams will be the second ALC 


manager to come from the presidency 
of a member company into direction 


of the headquarters activities, Col. 

Charles B. Robbins, the fourth top 

staff official, having headed Cedar 
' Rapids Life. 


e @ e 

Mr. Adams has served the life in- 
surance business with distinction for 
more than a quarter of a century. In 
addition to his prior ALC activity, he 
was for seven years a member of its 
executive committee and in 1945-1946 
was its president. He has been chair- 
man of Institute of Life Insurance, a 
member of the board of Life Insur- 
ance Assn., ceed chairman of the joint 
LIA-ALC committee on federal income 
taxation of life companies, in which 
capacity he has made an outstanding 
record. From 1949 to 1952 he served as 
chairman of the ALC committee on co- 
ordination of activities. 

Educated at Butler University and 
Indiana law school, Mr. Adams spent 
his early business years in legal prac- 
tice in Indianapolis, where he served 
as prosecuting attorney of Marion 
county. He later became a partner and 
an effective trial lawyer in the legal 
firm of Slaymaker, Turner, Merrill, 
Adams & Locke, handling essentially 
insurance law practice, and through 
which activity he gained wide acquain- 
tance among life and causalty insur- 
ance groups. 





e e e 
( Hebrought to ALC in 1926 a vigorous 
interest in, and approach to, the prob- 
lems then facing the life insurance 
business and American Life Conven- 
tion. His nearly four years of ALC 
Service were marked by a broadening 
Of convention staff and services, stim- 
ulation of good-will and greater co- 
operation among member companies 
and insurance trade associations and 
(CONTINUED ON. PAGE 19) 
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Com pany Recaps for 1953 Walter 0. Menge 


Replete With Superlatives 


AMERICAN MUTUAL 

Last year was the best ever for 
American Mutual Life of Iowa, new 
life insurance put in force amounting 
to $23,383,648 to bring total insurance 
in force to $180,050,064. 

Benefit payments were $2,756,272, 
bringing the total of such payments in 
the company’s history to $113,934,624. 

Assets reached an all-time high of 
$47,796,776 and surplus funds increased 
to $3,194,824. Net interest earned on 
invested assets averaged 3.46% to 
show an increase. 


B.M.A 

A year of record gains was reported 
by Chairman W. T. Grant of Business 
Men’s Assurance. New paid life insur- 
ance for 1953 amounted to $186,197,785, 
a gain of 11%. Life insurance in force 
rose $100,613,123 to total $729,926,796. 
A&H premium income was $16,647,464, 
a gain of 10.8%. Life insurance pre- 
mium income was $16,651,270, 11% 
higher. 


Assets now total $120,571,369, a rise 
of $10,604,836. After reserve alloca- 
tions and dividend payments to stock- 
holders, $1,511,359 was added to sur- 
plus, bringing that total, including cap- 
ital of $4 million, to $10,967,812. 

Benefit payments of $16,043,273 
brought the total of such payments 
since organization to $155,613,246. Ben- 
efit payments numbered _ 110,145, 
meaning that an average of one out 
of every seven of the company’s pol- 
icyowners received benefits. 


COLUMBUS MUTUAL 
Columbus Mutual paid for $46,194,- 
235 during 1953 and insurance in force 
increased 8% to reach $360,154,391. As- 
sets totaled $103,507,374, up $7.371,447. 
Death benefits paid were $1,769,000 as 


compared with $1,804,000. More than 
$1% million was paid to living policy- 
holders. Net interest earned was 3.64%, 
up .08%. Dividends exceeded $1 mil- 
lion for the third consecutive year and 
$1,163,000 has been reserved for 1954 
dividends. The Dwyer agency at Tole- 
do led the company with $3.3 million 
in sales while the leading personal 
producer was John C. Dexter, Colum- 
bus, O., with $750,000. 


EQUITABLE LIFE, IOWA 

President F. W. Hubbell reports that 
1953 was the best production year ever 
for Equitable Life of Iowa, new life in- 
surance paid-for totaling $128,370,726 
as against $125,371,139 the year before. 
Insurance in force increased to $1,300,- 
834,807, a gain of $68,773,632. 

Premium and investment income set 
new records. The net rate of interest 
earned on assets rose from 3.27% to 
3.32%. Surplus increased by $1,569,- 
605, the total, together with capital, 
amounting to a record high of $22,- 
268,172. Assets increased by $27,876,013 
to $505,859,107. 


FRANKLIN LIFE 

Franklin Life passed the $1.5 billion 
mark of insurance in force during 1953, 
making it the greatest year in its his- 
tory, reports Chas. E. Becker, president. 

New paid ordinary business totaled 
$365,707,354, compared with $297,443,- 
788. Insurance in force rose $177,887,- 
015 to total $1,530,525,803. 

Assets increased $29,827,073 to $352,- 
669,824. Surplus rose by $6,500,000 to 
total $21 million. Premium income 
amounted to $50,675,391. Benefit pay- 
ments amounted to $13,566,912. 

The company has set a goal of $2 
billion of insurance in force by the end 


of 1955. 
(CONTINUED ON PAGE 19) 





Late News 





Bulletins... 








NAIC Committees to Meet at NYC April 5-7 


The blanks committee of National Assn. of Insurance Commissioners will 
meet at the Hotel Commodore, New York City, April 5-7. Meetings of the life 
and uniform accounting subcommittees will be held there April 5. 


Two New Bankers, Neb., General Agents 


Bankers Life of Nebraska has appointed Fred C. Thomsen general agent at 
Minneapolis and has named E. F. Combes general agent of a newly established 
office at Washington, D. C. Mr. Thomsen, second leading personal producer for 
the company last year, formerly was an agent at Springfield, Mo. 


Prudential Revises Chicago Agency Setup 


Prudential is expanding its Chicago agency operations, forming two new 
units and reorganizing a third. The changes follow the appointment of Sidney 
A. Kent to executive director of agencies for Prudential’s mid-America home 
office at Chicago. Mr. Kent will be succeeded as manager of the Chicago agen- 
cy by M. R. Bay, who has been an assistant manager of that office. The agency 
will be known as M. B. Bay & Associates. A group of agents from the Chicago 
agency staff will be transferred to a new office to be located north of Chicago, 
either in Evanston, Wilmette or Des Plaines. Its name will be Alfred A. Gliemi 
& Associates. Mr. Gliemi, who will become manager March 1, has been as- 
sistant manager of the Kent organization. Both Messrs. Bay and Gliemi started 


with Prudential as agents. 


Also on March 1, the Don K. Alford & Associates agency at Chicago will be 
(CONTINUED ON PAGE 20) 
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Named President of 
Lincoln National 


Colorful Insurance 
Career Heavy With 
Actuarial Experience 


At a special meeting of the com- 
pany’s board, Walter O. Menge, for- 
merly ist vice-president of Lincoln 
National Life, was named president to 
succeed the late A. J. McAndless. 

Mr. Menge, who 
has been Lincoln 
National’s lst vice- 
president since 
1951, joined the 
company in 1937 
as associate actu- 
ary after having 
served as a mem- 
ber of the faculty 
of the University 
of Michigan, where 
he taught actuari- 
al science. During 
his career, Mr. 
Menge acted in a consulting capacity 
for a number of life companies and, in 
addition, was consulting actuary for the 
Michigan department of insurance. 

Six years after joining Lincoln Na- 
tional, he was named 2nd vice-presi- 
dent. In 1945 he was promoted to vice- 
president. 





Walter 0. Menge 


Following Lincoln National’s pur- 
chase of Reliance Life of Pittsburgh in 
1951, Mr. Menge was named president 
of Reliance, a post he held until Jan. 
1, 1953, when the business of Reliance 
was merged with that of Lincoln Na- 
tional. 

Mr. Menge, who is 49, was born in 
Buffalo and is a Phi Beta Kappa grad- 
uate of the University of Michigan. He 
received a Ph.D. degree in 1931, and 
is a fellow of Society of Actuaries. 

He has served on important commit- 
tees of American Life Convention, Life 
Insurance Assn. of America, Society 
of Actuaries, and many other insurance 
organizations and is the author of a 
textbook on life insurance mathe- 
matics as well as numerous scientific 
papers for the insurance industry. 


Mr. Menge is a past president of 
Home Office Life Underwriters Assn. 
and Indiana Assn. of Legal Reserve 
Life Insurance Companies, and has 
been a member of joint actuarial com- 
mittees for the preparation of C.S.O. 
monetary tables and industrial mone- 
tary tables, and a special committee for 
the education and training of actu- 
aries. He has also been a member of 
the board of governors of Society of 
Actuaries. Currently he is vice-presi- 
dent of Medical Information Bureau 
executive committee and president of 
the University of Michigan Alumni 
Assn. of Fort Wayne. 
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Look in Glass Ball at Chicago Reveals 
1954 as Promising Year for Insurance 


More than 130 members of the in- 
surance group of the Union League 
Club of Chicago turned out Tuesday 
to hear forecasts on 1954 for the fire, 
Casualty, life and A. & H. businesses 
from leaders in those fields. This was 
one of the best turnouts the insurance 
section has had, and the audience was 
rewarded with some excellent resumes 
of what the different lines of insurance 
face in the next 11 months. 

The speakers wasted no words, and 
the meeting was kept gcing at a live- 
ly pace by Levering Cartwright, vice- 
chairman of the insurance section, who 
acted as moderator and kept an eye on 
the clock, and saw to it that the audi- 
ence was crammed full of information. 

John P. Hanna, managing director of 
H. & A. Underwriters Conference, pro- 
vided the outlook for A. & H. insur- 
ance. He said there is plenty of room 
for progress if the companies and 
agents work a litle harder and longer. 
Premiums for 1953 are estimated at 
$2% billion, double those of 1949, and 


if Blue Cross and Blue Shield are in- 
cluded, the total goes up to $3% bil- 
lion, making A. & H. insurance second 
only to life insurance. 

The new estimates on the number of 
persons covered with some form or 
other of A. & H. are nearly 100 mil- 
lion for hospitalization, 80 million for 
surgical, 40 million for medical, 40 mil- 
lion for loss of t-me (about two-thirds 
of all wage earners) and 1 million for 
major medical. A. & H. coverages are 
being improved, and the policyholder 
now gets a better product and more for 
his money. 

However, Mr. Hanna said the A. & 
H. business needs to get public atti- 
tudes caught up with progress of the 
industry. Doctors, hospitals and the 
general public as specific groups are 
public relations problems. There seems 
to be a tendency on the part of all 
groups to want insurance to do more 
than is intended. 

Mr. Hanna remarked that A. & H. 
in recent years has found itself subject 













Cincinnati 





We Salute... 


OUR GENERAL AGENT |: 


LARRY D. BOORD 


Dayton, Ohio 


himself as one of our leading agency build- 

ers. Starting from scratch, he has built his 
agency into one of the top ten agencies of the 
Company. Further, his agency was the winner 
of the coveted Brown Jug, awarded during the 
President’s month in 1952. While doing this 
outstanding agency building job, he continues 
a high volume of personal production. 


I less than five years Larry has established 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 








to criticism from those who have dis- 
covered that the business presents an 
obstacle to their plans for a compul- 
sory health program. These persons 
have been trying to discredit the vol- 
untary system. 

The business also has problems of 
coverage for rural groups and for older 
persons, but these are mechanical 
problems, he said. It is a matter of get- 
ting the coverage to the people, the 
business can always offer what is need- 
ed. 

The A. & H. business has the job of 
educating the public as to what types 
of coverages are important, Mr. Hanna 
explained. There is not enough realiza- 
tion that insurance for small medical 
bills is not the main point—they can 
be budgeted for—the idea is to insure 
what actually comes as a loss to the 
policyholder and not as a minor fluc- 
tuation in his budget. 

Life insurance had its biggest year 
in history in 1953, A. N. Guertin, ac- 
tuary of American Life Convention, 
declared, and he predicted that this 
year will be bigger still and the growth 
patterns will continue. It took 100 years 
for the life business to get its first 
$100 billion of insurance in force, only 
12 years for the second $100 billion, 
and just five years for the third. How- 

(CONTINUED ON PAGE 20) 





Stewart Now Actuary 
of Central Standard 


W. Murdoch Stewart has _ been 
elected actuary of 
Rn Central Standard 
Life. He began his 
actuarial career 
with Aetna Life’s 
home office. He 
went with John 
Hancock Mutual in 
1941 and was ap- 
pointed assistant 
actuary in 1944 
with over-all di- 
rection of various 
actuarial divisions. 
He is a fellow of 
Society of Actuaries. 





W. Murdoch Stewart 





Theiss Joins Patriot 


as Vice-President 

Arthur W. Theiss, director of pub- 
licity and advertising for Minnesota 
Mutual Life, has 
joined Patriot Life 
as a vice-president 
and director. Pa- 
triot, a subsidiary 
of CIT Financial 
Corp., was organ- 
ized about a year 
ago and writes 
credit and other 
forms of life in- 
surance. 

Mr. Theiss, who 
has his headquar- 
ters at New York 
City, entered insurance with Ohio Na- 
tional Life in 1933 as sales promotion 
manager after previous advertising 
and sales promotion experience. He 
went with Minnesota Mutual in 145 
as assistant superintendent of agencies. 
He currently is secretary of National 
Direct Mail Advertising Assn. 





Arthur W. Theiss 





EUGENE D. NIMS, 68, former chair- 
man of the old Missouri State Life and 
the first president of Southwestern Bell 
Telephone Co., died at Barnes hospital, 
St. Louis, a few hours after being ad- 
mitted. He was the first to place a call 
from the southwest U. S. to England 
when overseas service was opened in 
that region in 1927. 


BUREAU GROUP SEMINAR | 


Suggests Deductible 
for Group Hospital 
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to Meet Inflation er 
Brooks Chandler, vice-president an on 
secretary of Provident Life & Ag, sell 
dent, suggested the use of a deductity, naate ) 
in group hospital policies as a Solutigg’ ak Cc 
to the high cost of hospitalization ay| gamue 
the resulting general increase in Pte} provid 
mium levels on this coverage, in his aq. the Ne 
dress before the group seminar of By, ere / 
reau of A. & H. Underwriters at Ne ; the 
York last week. The meeting was gy, ain 
tended by 165 members representiyy . o“? 
76 companies. ee 
Mr. Chandler said the deductible ¢ David 
coinsurance plan would reduce clain New ° 
and administrative costs, and woul unti 
undoubtedly eliminate many expensg si 
such as diagnostic work. Where the logy —— 
ratio on a particular group is high, 0 ' 
said investigation often showed th ference 
high incidence of hospital confinemey two ir 
due to non-operative sickness. He sajj_ next ' 
he is familiar with the deductib, Cop 
clause which has been put in asap plann 
sult of a specific problem. “Usually, $2 4 ‘ 
this radical step was taken only afte Fifth 
premium rates had been increasy —— 
more than once.” Mr. 
e * e stress! 
He suggested the deductible cou) the & 
be applied as the elimination of room tO ! 
and board benefits for the first fey ‘@% | 
days of hospital confinement, as a sp. eW1) 
cific dollar amount for the miscellane. 4!Ta0 
ous hospital expense benefit, or as; ent 1 
combination of the first two under, vorab 
flat deductible applicable to all charg. . thi 
es. “thin 
Hospitalization for surgery or acc. ¢oFrPo 
dents seldom presents an elective as talize 
pect to the insured, and the deductibk with 
is not or would not be applied in such type 
cases in many plans. paym 
Public reception of a deductible ible, 
clause in group plans is not yet known vider 
Mr. Chandler remarked. Many em. addit 
ployers are concerned about the in. ligati 
creasing employe welfare costs, but able 
there is on the other hand an in secti 
creased demand for complete coverage code. 
on the part of labor in such negotia Pe 
ted plans as in the rubber and meat, the ! 
packing industries. ‘be ak 
« * ® | of t 
A. S. Beebe, vice-president ani| bond 
group manager of Paul Revere Life than 
mentioned some of the problems in; POSS! 
coverage on the small groups of 10 t| man 
24 lives. Three of the toughest prob;  “T 
lems are how to have a workable ac-| nate 
quisition and administrative expens| ™ng 
ratio, how to avoid unreasonable selec} hold 
tion, and how to provide sufficient} 1& 
service or keep persistency in enroll-| "ESS. 
ments high. were 
Many of the expenses on small group} oF n 
cases may be as great as those on the| earn 
$5,000 or $10,000 groups. To overcome} the 
the expense factor, the insurer needs} load 
to have a substantial volume of small| does 
group business. and 
Also covering the small group cases | At t 
Frederick T. Googins, assistant group} Dep 
secretary of Massachusetts Mutual obli; 
Life, stressed the need to cover this} wou 
field, and brought out the problem of that 
keeping costs comparable to the larget. _eact 
groups. Aquisition costs and adminis M 
tration economies are necessary. emr 
R. A. Burns, assistant secretary 4] shor 
Travelers, discussing “Claim inst 
lems in Relation to Underwriting Sut | reac 
gery,” said the claim men would like] tor 
to see the day arrive when standaf| aay, 
printed and informative schedules c@ | wit! 
be adopted. This would clear up | por, 
(CONTINUED ON PAGE 20) vise 
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NEW YORK—Legal, tax, and practi- 
cal difficulties of the business interest 
: in estate planning were discussed with 

Life & Aggy, a wealth of specific detail at the annual 
of a deductity estate planners conference of the New 
"S&S @ Solutig) york City CLU chapter. Moderator was 
italization ai samuel L. Zeigen, general agent of 
crease in pre} provident Mutual and a member of 
rane, 1n his aq. the New York bar. Others on the panel 
‘eminar of Bul vere Abraham S. Guterman, member 
vriters at Ney of the New York law firm of Hess, 
eeting was a, Mela, Segall, Popkin & Guterman; Wil- 
. om Tesenting liam McKimley, vice-president of 
Bankers Trust Co. of New York, and 
David Zack, a CPA and member of the 
New York bar, a partner in the ac- 
counting firm of David Berdon & Co. 


deductible e 
reduce clain 
S, and woulj 
lany expense 





EMINAR — Interest in Estate Planning 
Gets Minute Scrutiny at N. Y. Conference 


izations so as to avoid the imposition 
of tax on the basis that the re-capitali- 
zation is actually a “bail-out” of earned 
surplus. Wherever the course of action 
does not come within the spin-off, 
split-off or split-up provisions of sec- 
tion 112(b) of the code, a ruling from 
the Treasury is most prudent, Mr. Gut- 
erman pointed out. 


Taking up the question of recapital- 
izing an existing corporation, its ad- 
vantages and disadvantages, Mr. Gut- 
erman said it is a very unusual estate 
or estate planning operation which 
does not involve the problem of set- 
ting up the business in a form which 
will best effectuate the desires and 
intentions of the testator. 

It was emphasized that a man may 
have a highly successful business and 
the more successful it is the more tied 
up it can be in tangible non-liquid as- 
sets. When there is a business coming 
up rapidly it requires a freezing of 
large sums in the corporation itself 


through constant plowing back of 
earnings. 

If a man dies at a time when such 
a tie-up exists, the primary problem 
of estate planning is a problem of liq- 
uidity. In fact, Mr. Guterman said, 
most of the day’s discussions would be 
found to be on the problem of liq- 
uidity, having available the kind of 
liquid funds needed to meet the ex- 
penses and taxes of the estate and 
place in the hands of beneficiaries a 
type of asset which will be particu- 
larly appropriate and fruitful. 

“So, from the point of view of start- 

(CONTINUED ON PAGE 12) 








Where the log. —— 

up is high, To avoid over-condensing, the con- 
Showed th ference discussion is being treated in 

1 confineme; two installments, the second to appear 

ness. He sajj next week. 

1e deductip; | Copies of the transcript of the estate 

it in as am planners’ day sessions are available at 

m. “Usually $2 a copy from Samuel L. Zeigen, 501 

en only afte Fifth Avenue, New York 17, N. Y. 


2n increase 





Mr. Zack began the discussion by 

stressing the importance of initiating 

ictible coy! the estate plan at the time a corpora- 
tion of room| tion is formed. By means of prudent 
he first fey tax planning the capitalization of a 


nt, asa spe newly-organized corporation may be so 








’ miscellane. 
fit, or as; ent income tax advantages and a fa- 
wo under; vorable estate tax situation. Involved ; 
(0 all charg. in this connection is the possibility of if 
“thin capitalization,” under which a 
ry or acc. corporation would be principally capi- 
elective as. alized by means of debt obligations, —— 
2 deductibk with a minimum of common stock. This en a 
lied in such type of capitalization enables interest Ss = ~~... 
payments on the bonds to be deduct- —_— 
deductibk ible, which is not the case where di- 
yet known vidends are paid on equity capital. In 
Many em. addition, reserves for meeting debt ob- 
ut the in. ligations would not run into unreason- 
Costs, but able accumulation difficulties under 9 
nd an in section 102 of the internal revenue 
e coverage code. 
th negotia- Perhaps of most vital importance is 
and meat. the fact that the business man would ° 9 
DG tie os cle oe ee cee Why try to keep a good thing under your hat? When your company 
. he — — through has some solid selling points, it’s time to shout and here are a few 
{ ond redemption, involving no more B 7 " 
a on | than a capital gains tax. This is not of the things Bankers National would like to shout about. For one 
possible ordinarily, where the business r ie ca 
~_— teenie interest is . Gem tones, of cheat. thing, we’re now in our second quarter century. We didn’t get 
rest prob’; = “Thin capitalization” may be coordi- started until 1927, but our insurance in force is now over a quarter 
rkable ac-| nated early with family estate plan- 
> expen} ning. The business man himself could of a billion dollars! Each year, new business written shows a 
ible selec | hold all the common stock, thus insur- ; ~ nail : ‘ ? 
sufficien'} ing his complete control of the busi- noteworthy increase. This, we unhesitatingly proclaim, is a tribute 
- rd ae ee ae ee to the work of our agents and to the close cooperation of the 
nall group} or non-voting common stock, current 
se on the; earnings could be shifted to them and home office force. 
overcome| the business man would not be over- 
rer needs} loading his own estate with assets he 
of small} does not require to run his business 
and conduct his normal economic life. r ) 
up cases,| At the same time a possible Treasury 
int group} Department contention that the debt 
Mutual | obligations were in fact equity capital 
over this| would be overcome in view of the fact e 
oblem of that the same person is not holding L are Insuran Ce Com Dany 
he large=. each in identical proportions. 
adminis. Mr. Guterman affirmed Mr. Zack’s MOnTCLAI R, i. J 
dle a penis that long-term planning 
Should begin as soon as possible. In ‘ 
a Prob- instances where the corporation is al- RALPH R. LOUNSBURY, President 
ting = ready in existence, it may be feasible W. J. SIEGER, V. P. & Supt. of Agencies 
wee ie — so as to obtain the same 
, advantages which Mr. Zack discussed 
a with reference to newly-organized cor- LIFE ACCIDENT *e HEALTHe HOSPITAL 
P Porations. However, Mr. Guterman ad- 


arranged as to obtain maximum pres- 


vised the utmost caution in re-capital- 
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Jefferson Standard Acts 
to Boost Its Capital 


A resolution to increase Jefferson 
Standard’s capital stock from $15 mil- 
lion to $20 million by a 33 1/3 stock 
jividend was passed at the annual di- 
vectors meeting. The board also voted a 
20-cent extra dividend to stockholders 
ind authorized an additional 5% bonus 
to home office and branch employes. 

A gain of $98,573,964 in insurance in 
force brought the total to $1,235,240,- 


reaching $163,154,573 in 1953. Assets 
now total $355,617,335. Benefit pay- 
m,ents totaled $15,436,907. Taxes paid 
were $1,506,442. Mortality experience 
continued to improve during 1953. The 
company continued to expand non- 
medical business and 74%% of the 
policies sold were issued without medi- 
cal examination. 

Hugo J. Meyer, El] Paso, led the com- 
pany in sales with $1,482,653. 





e Jacob Metzger, president of Metzger 


Sullivan Midland 
Mutual President, 
Steinman Chairman 


Midland Mutual Life has elected 
Chester O. Sullivan president succeed- 
ing George W. Steinman who has been 
named chairman. Mr. Steinman re- 
places B. C. Huntington who becomes 


—_—==:!_ 


ance, E. L. G. Zalinski, vice-president 
of New York Life, told Cincinna 
Assn. of Life Underwriters. He basej 
his prediction on a growing economy 
with a high level of purchasing powe 
and an increasing population, together 
with the discovery of new needs for 


life insurance and the continuance of 


old needs 


Mr. Zalinski contrasted the time for. | 


merly when the life agent was lookeg 
upon as a “necessary nuisance,” 
whereas today, his need is not ques. 
tioned and it is simply a matter of 





245. Sales topped the $150 million 


mark for the second consecutive year, rector of Great National Life. 


Dairies, Dallas, has been elected a di- 


chairman of the finance committee. 


Mr. Sullivan joined the company in 
1920 and seven years later was named 
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For 1953 gains over 1952 


There is no greater company reward for the past year’s en- 
deavors than to be able to pay public tribute to our, field force 
for “‘a job well done.” We are very proud of our agency organiza- 
tion, It is gratifying to know that their accomplishments have 
given each man a sense of satisfaction — as well as a handsome 
remunerative return proportionate to the part he played in 


achieving this record. 
Percent of Gain 


Written 16.2 

Paid-For 19 

Premiums 10.6 
If you are “eyeing” new horizons it Insurance in Force 8.5 


might pay us to discuss what we 
have to mutually offer each other. 
Correspondence will be held strictly 
confidential. 


Address: Russell S$. Moore, 
Manager of Agencies 


AGENT and AGENCY OPPORTUNITIES 
are still available in a few select loca- 
tions in the following states: Ohio, 
Pennsylvania, New Jersey, West Vir- 
ginia, North Carolina, Kentucky, In- 
diana, Illinois, Michigan, lowa, and 
California, 





The MIDLAND MUTUAL Lite Insurance Cr 


250 E. Broad Street, Columbus 16, Ohio 





C. 0. Sullivan 


G. W. Steinman 
assistant actuary. He was appointed 
actuary in 1939 and vice-president and 
actuary in 1947. Since 1950 he has been 
serving as executive vice-president. 
He has been a director since 1942. 

Mr. Steinman joined the company 
in 1912 after serving as an examiner 
with the Ohio insurance department. 
He was elected president in 1933. 

The company has made five other 
home office promotions. Willis A. 
Steinman was elected a senior officer 
and named treasurer. Carl F. Wood- 
mansee, special agency assistant, was 
advanced to assistant manager of agen- 
cies. Richard D. Metcalf, underwriter; 
William F. Timm, supervisor, policy 
issuance division, and David J. Trasin, 
editor of publications, were appointed 
junior officers. 


Zalinski Sees ‘54 as Best 


CINCINNATI--The year 1954 will be 
the “greatest year ever’ in life insur- 


pm 


Additional General Agency 
appointments available in 
Michigan, Ohio, Indiana, Illinois, 
Minnesota, lowa, and Florida 
R. E. IMIG 
Agency Vice-President 

Feat 


A GENERAL 
AGENCY 
COMPANY 











Complete Sickness, 
Hospital coverage with 9 new stream- 
lined policies. 


Production clubs, 
awards, excellent sales aids. 


whether he is the man who is to get 
the business. 

The new LUTC graduates were 
recognized by W. Lewis Harrison, 
general agent of Aetna, state LUTC 
chairman, and the new CLUs by J. ¢. 
Scanlon, associate general agent, Equi- 
table of Iowa, chapter president. 





Metropolitan President 


on Series of Field Trips 


President Frederic W. Ecker of Met- 
ropolitan Life has embarked upon a 
series of “get acquainted” trips that 
will enable him to meet personally 
members of the field force. He has 
recently journeyed to Atlanta, Wash- 
ington, D. C., Chapel, N. C., and Hol- 
lywood, Fla. 

Accompanying Mr. Ecker are C. J. 
North, group vice-president; Francis 
M. Smith, vice-president in charge of 
ordinary and industrial; R. A. Hohaus, 


vice-president and chief actuary; W.S. | 


J. Shepherd, 2nd vice-president and 
field personnel officer; Karl H. Kreder, 
3rd vice-president, and James F. Eu- 
banks, superintendent of agencies. 


Christgau OASI Director 


Victor Christgau has been appointed 
director of the federal bureau of old- 
age and survivors insurance, succeed- 





spring. Mr. Christgau has been state 
director of the Minnesota division of 
employment and security since 1939. 
He is a former congressman. 





e Pacific Mutual Life has promoted 
Herbert L. Sutton to personnel direc- 
tor, succeeding the late Richard K. 
Frank. Mr. Sutton formerly was man- 
ager of the policy issue department. 







= Sete 


A full line of life policies with attrac- 
tive term riders that offer liberal 
provisions. 


Accident and 


Home Office training schools. 


Career contracts. 


conventions, 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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Pld Cincinnat Metropolitan Boosts 
; econssl Dividend Rate 14% 


te os 
stion, toned NEW YORK—A revised and gener- 
leW needs fon aly increased dividend scale has been 
ontinuance gf | guthorized by Metropolitan Life for 
‘dinary policies, effective May 1, the 
¢art of the dividend year. The total 
amount payable in dividends on or- 
ginary policies will be about 23% 
larger than during the current dividend 
year. About 9% of the increase results 
om the greater amount of insurance 





| the time for. 
nt was lookeq 
y nuisance,” 
1s not ques. 
a matter of 
who is to get 





ployes. Oklahoma cities and towns now 
are authorized to provide such insur- 
ance for employes only if the premiums 
are paid wholly by the group partici- 
pants. 

The resolution has been endorsed by 
Oklahoma City Assn. of Life Under- 
writers and Oklahoma A. & H. Under- 
writers Assn. Oklahoma Assn. of In- 
surance Agents is considering a similar 
resolution. 


27 B. M. A. Managers 
Convene in Arizona 


Whitsitt, Morris . 
Made V-Ps of B.M.A. 


Business Men’s Assurance has elec- 
ted G. B. Whitsitt vice-president in 
charge of claims and Jack R. Morris 
vice-president and director of public 





vice-president. 

Mr. Morris has been with the com- 
pany since 1932. He was made direc- 
tor of sales promotion in 1941, director 
of publicity in 1947, and director of 
public relations in 1950. He currently 
is president of Life Insurance Adver- 
tisers Assn. and a member of the pub- 
lic relations committee of LIAMA and 
H&A Underwriters Conference. 

Miss Smith joined the company in 
1920. 


Prudential Names Ruhl 































duates were | in force, the new dividend scale be- : E 
‘is Harrison a responsible for the remaining 14% A meeting at Chandler, Ariz., as Regional Agency Chief 
state LUTC | increase. ; brought together 27 branch office man- Prudential has appointed Carlyle P. 
LUs by J. ¢. Dividends on most policies will be ®g¢rs of Business Men’s Assurance, Ruhl a director of agencies in the mid- 
agent, Equi- |. eased, and the older policies will ‘Who reviewed accomplishments in 1953 America home office. He has been 
esident. nd ay weeniee the larueat incrense and mapped plans for 1954. Chairman district manager at DuBois, Pa. He 
ws ™ 1 ry lici ’ W. T. Grant discussed the company’s will supervise sales and service opera- 
ent en ee ee a 6h tions of 17 district offices in Indiana, 
ticularly those issued in recent years, Others present were J. W. Sayler, Jack R. Morris G. B. Whitsitt with headquarters in the regional 
‘ips will receive a smaller dividend in the vice-president in charge of sales; L. L. : ; home office now under construction in 
-ker of Met earlier policy years than under the Graham, vice-president; and J. P. relations. Miss Catherine Smith has Chicago. __ 
ked upon ‘ present scale. Baldwin, vice-president and manager been named librarian. Mr. Ruhl joined the company at Erie, 
’ trips tha, | The total amount payable under the at San Francisco. Presiding at various _ Before joining B.M.A. as claim ex- Pa. in 1933 and later was manager at 
personally | new scale will be about $110 million business sessions were H. G. Horn, miner in 1927, Mr. Whitsitt had been M¢Keesport. 
! y d with $89 million under the ™anager at Portland and president of ‘ owes oue- ; . 
ce. He has | ascompared w the company’s managers association; !2 the banking business and also with 4. Thomas F. Steele, field supervisor 
a aad Ee present snneall ae N. B. Moates, manager at Nashville, the Missouri department as an exam- of farm leans at St. Louis for Con- 
, : — and G. A. Diehl, manager at Milwau- iner. He was appointed claim secretary necticut Mutual Life, retired Feb. 1, 
On proceeds under optional mo moo nee. in 1949 and last year became assistant after 48 years of service. 
Ry C. J. | settlement in ordinary and industrial 
‘ty *Tancis — policies issued at premium rates adopt- 
oe ci 1, 1942, or later, excess inter- 
ary; W.s' | est has been increased one-quarter of 
sident and | 1%: Interest option, guaranteed rate 
H. Kreder. | 2%, excess interest 1%; instalment op- 
1es F. Ey. | tion, guaranteed rate 214%, excess 
encies. interest three-quarters of 1%; life in- 
come option, 10 years certain, guaran- L { 5 E WW { T | 
ctor ‘teed interest rate is 214%, excess in- 
appointed terest (payable only during the cer- 
1u of an tain period) three-quarters of 1%; life p a ‘e) Vi BD) & N T 
“succeed. | annuity option guaranteed minimum 
igned last | return, guaranteed rate 244%, excess 
een state | interest (payable only before total an- 
ivision of nuity payments exceeds amount re- 
nce 1939. tained by company) three-quarters of 
1%. 
These rates do not apply to pro- ® age 66 99 
sey rn | ceeds of group policies, on which the Disability Income — Another PLUS Value 
hood ot | current rates of excess interest are be- 
‘as man. _ ing continued. 
tment. The interest credited on dividends 


left to accumulate under policies issued 
at premium rates adopted Jan. 1, 1942, 
or later will be 3%, up one-quarter 
of 1% and is 1% higher than the 2% 
guaranteed rate. No excess interest 
will be credited on other supplemen- 

| tary contracts or dividends left to ac- 
cumulate on which the guaranteed in- 
terest rate is 3% or higher. 








Star for American Mutual 

H. L. Wissler, Ames, Ia., was the 
leading producer in 1953 for American 
Mutual Life of Des Moines. William 


Hemman, general agent at Los 
C- Angeles, was second in paid production 
al and first in paid premiums. He also is 


president of 1954 production clubs. The 
d 22 members of the President’s Club and 
| 43 members of the Convention Club 
l= will receive an expense paid trip to 
the company’s convention at Coronado, 
Cal., April 12-14. 


L. A. Accountants Elect 


Los Angeles chapter of Insurance 
Accounting & Statistical Assn. has elec- 
ted these officers for 1954: President, 
Robert Webb, Prudential; vice-presi- 
_ dent, George Hedden, Founders’ Ins. 
Co.; vice-president life and accident, 
Robert H. Harner, Pacific Mutual Life; 
and secretary-treasurer, Ivan J. Hous- 
ton, Golden State Mutual Life. 


Would Ease Okla. Group Rule 
Oklahoma General Agents & Man- 
agers Club has forwarded a resolution 
to the legislature’s insurance committee 
requesting authority for cities and 
towns to pay up to 50% of any pre- 
| Mlums on group covers for their em- 














Since it was introduced in 1948, our “Disability B,” 
($10 monthly per $1000) has conclusively proved its 
value to policyowner and underwriter alike. 


Time and time again Provident Life Producers have 
reported that Disability B was the deciding factor 
that finally moved a delaying prospect to protect his 


dependents against both hazards. 


Available with several policy forms, Disability B can 
easily be added to strengthen any eligible pros- 
pect’s life insurance program . . . another advantage 


Provident Producers have in life with Provident. 
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Special Train Set Up for 
Saratoga Springs Meet 


To accommodate the general agents 
and managers who will be leaving New 
York City the morning of Feb. 19 to 
attend the managerial conference of 
the New York State Assn. of Life Un- 
derwriters at Saratoga Springs, the 
Empire State Express has a temporar- 
ily blocked off section of seats for ex- 


clusive sale to the association. Reserva- 
tion requests should be sent to Jack 
Manning, executive manager New 
York City Life Underwriters Assn., 
Hotel Statler, who is handling the city 
transportation arrangements for the 
state association. Fourteen dollars will 
take care of round-trip coach fare, one 
way seat on the Empire and the round- 
trip charter bus from Albany to Sara- 
toga Springs and return. 





I was almost hit by the 
red carpet 


MY COMPANY STRESSES 


THE HUMAN ELEMENT... They really roll out 
the red carpet for me, and I'm human enough to enjoy it. 
I like dealing with the folks at The Berkshire 
because they all talk my language . . . but it’s as you 
might expect from a Company whose entire 
Agency Department staff is from the field. 
I get the kind of individual attention that proves my problems 
are my Company's problems, too. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 
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KEEP YOUR EYE ON 


ERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 
HARRISON L. AMBER, President 


GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 


For Particulars Write Home Office 
159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 





Lumley Goes With 


B.A.R.E., to Enter 
Commercial Field 


John H. Lumley, for eight years ex- 
ecutive vice-president of Sterling of 
Chicago, has 
joined Benefit 
Assn. of Railway 
Employes as vice- 
president. For a 
year prior to his 
resignation a cou- 
ple of months ago 
Mr. Lumley was 
acting head of 
Sterling. Control 
of Sterling was ac- 
quired some time 
ago by John Mac- 
Arthur, president 
of Bankers Life & Casualty. 

Mr. Lumley’s appointment is part 
of a B.A.R.E. expansion program un- 
der which it will extend its writings 
into the commercial field. It has been 
writing life and A.&H. protection for 
railroad employes as well as industrial 
group coverage. 

B.A.R.E. soon will announce a com- 
plete new line of A.&H., hospitalization 
and life policies, and the appointment 
of general agents in the 44 states in 
which it operates. 





John H. Lumley 





Urges A.&H. Standardization 


George B. Brown, who represents 
New York Life at Oklahoma City and 
runs his own general insurance agency 
there, told members of Oklahoma Assn. 
of A.&H. Underwriters at their January 
meeting that the thing needed most in 
A.&H. insurance is standardization of 
coverages and standardization of ex- 
clusions. 


Kennedy Succeeds Reid 


New England Mutual has appointed 
James W. Kennedy as manager at 
Toledo. He suc- 
ceeds Elsworth E. 
Reid, general agent 
since 1945, who is 
resigning his man- 
agement duties to 
devote full time to 
his personal clien- 
tele. Mr. Kennedy 
entered life insur- 
ance in 1945 with 
Canada Life and 
became its mana- 
ger in 1947. He 
opened a district 
agency for New 
England Mutual in 
Flint in 1950. 


Mr. Reid entered life insurance in 
1931, joined New England as Toledo 
manager in 1943, and became general 
agent in 1945. He is a past officer of 
the Toledo CLU, life managers associa- 
tion, and life underwriters association. 





James W. Kennedy 





Midwestern United Has Banquet 


Leaders awards went to 75 persons 
at the annual award banquet of Mid--. 
western United Life, held at Fort 
Wayne. President Phil J. Schwanz re- 
ported that the company’s total in- 
force now is $75,193,018. 





Offer N. Y. Courses 


NEW YORK—Thirteen insurance 
courses, designed to help people in the 
business and executives who want a 
general knowledge of insurance in 
their administrative problems, will be 
offered by City College’s school of 
business beginning Feb. 10. Courses 
will be given in principles and practice, 
general insurance underwriting and 
adjusting insurance losses, with spe- 





— | 
cialized courses in fire, casualty and 
suretyship, group and pension, inlang 
marine, ocean marine, life, workmen’; 
compensation and disability, social se 
curity and A&H. Applicants who wish 
to take these evening courses mg 
register at City College, 17 Lexingtog 
avenue, New York City. 





Plan for Cal. State Group 


A special committee has been ap. 
pointed to arrange details for a meet. 
ing March 3 at Los Angeles at which 
there will be a discussion of setting 
a state A.& H. managers association, 


@ The Munro agency of Union Cep. 
tral Life at Oakland, Cal., at the close 
of 1953 was 10 places higher in the 
company’s ranking of agencies. 
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SALES POWE 


Our new rate boek contains a wide veriety of 
jvvenile and adult policies available te meet 


any ’ clear. 
We are 





i. » estate 
ence er retirement need from age 0 te 75. 
particularly proud of our new, ferward-leeking 
juvenile features: exclusive new policies developed 
m 35 years of experience in juvenile insurence 
—full benefit even if issued at age 0; dismem- 
berment and fracture and double indemnity fer 
eccidental death from birth, representing majer 
edvances in this lucrative field. 


Seme epen territories in Illinois, lowa, Michigan 
and Wisconsin. 


Direct inquiries, in confidence, to 
Sales Department 
FIDELITY LIFE ASSOCIATION 
A Mutual Legal Reserve Company 


Heme Office—Fulton, Illinois 
Distinguished Life Insurance Service Since 1896 


















THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 











Unity agents are equipped 
to serve every need for per- 
sonal Juvenile 
policies our specialty. 


insurance. 


E. R. DEMING 
President 


L. J. BAYLEY 
Secretary 


HOME OFFICE — SYRACUSE, N. Y. 








. Service Guide . 


Valuable Paper Wallets 


One or a Thousand 
Weite for Brochure 
J. M. NEWMAN 
2328 N. Henderson Dallas, Texas 
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partment in 1942 
and has been group secretary since 
1948. He is a member of the Ssociety 
of Actuaries. 

Mr. Long was with Tanner, Sill- 
cocks & Friend in New York City be- 
fore joining Massachusetts Mutual in 











A. Q. Faulkner 


Fred T. Googins 


1948. He became counsel in 1952. He 
received law degrees from Fordham 
and New York universities and is the 
author of the fourth edition of Richards 
on the Law of Insurance. 

Mr. Googins, who joined the com- 
pany in 1946 with experience in group 
and accident, has been assistant group 
secretary since 1948. 

Mr. Faulkner joined the company 
in 1925 and has been assistant under- 
writing secretary since 1951. He is 
secretary of the Home Office Life 
Underwriters Assn. 


Chauncey Scott Retires 


Chauncey Scott, associate regional 
manager in the district agencies de- 
partment’s administrative division, has 
retired after 51 years of service with 
Prudential. He was honored at a lunch- 
eon given by President Carrol M. 
Shanks, 

New Disability Rider 

Continental American has brought 
out a new $10 per $1,000 of face 
amount disability income rider for pre- 
ferred and standard policies, except 
term policies or policies with family 
income or home mortgage benefits ex- 
tending beyond age 65. : 

There is the usual six-month wait- 
ing period. If disability occurs before 
age 55, monthly income of $10 per 
$1,000 face amount is paid to age 65 
or prior maturity of the policy, pre- 
miums due after commencement _of 
disability are waived, and the policy 
matures as an endowment at age 65 
or on its endowment maturity date, if 
earlier. An unusual feature is that if 
disability occurs after age 55 and be- 
fore age 60, not only are premiums 
waived but the policy matures for its 
face amount at age 65. 


Osgood Heads Department 








llets 











Milton L. Osgood, formerly district 
manager at Hillsboro, O., for Union 
Central, and since the first of the year 
associated with the Earls agency of 
Mutual Benefit at Cincinnati, has been 
appointed head of the agency’s new 
planning department. 

Mr. Osgood started with Union 
Central in 1930 in the home office and 


from 1939 to 1946 was technical super- 
visor in the home office agency. He 
served in world war II and Korea. 





Jefferson Standard 


Promotes Gee, Crothers 


Jefferson Standard has appointed 
Carlyle Gee superintendent of agencies 
and Abner Crothers agency secretary. 

Mr. Gee has been with the company 
since 1925 in accounting and branch 
office work. He was named agency 
secretary in 1951. 

Mr. Crothers joined Jefferson Stand- 
ard in 1936 at Little Rock and later 


transferred to the home office. He was 
named assistant agency secretary in 
1951. 





Six Regionals for N.E. M. 


New England Mutual’s agency de- 
partment will conduct six three-day 
regional conferences; at the Samoset, 
Rockland, Me., June 6-8; Grand hotel, 
Mackinac Island, Mich., June 16-18; 
Santa Barbara Biltmore, Santa Bar- 
bara, Cal., Sept. 26-28; The Broadmoor, 
Colorado Springs, Col., Oct. 12-14; 
Pocono Manor Inn, Mt. Pocono, Pa., 
Oct. 24-26, and General Oglethorpe 
hotel, Savannah, Ga., Oct. 31-Nov. 2. 


Detroit Leads in Sales 
Gain for Month, Year 


Detroit showed the largest rate of in- 
crease of any of the largest cities in 
sales of ordinary with December and 
12 months’ totals of 30% and 25% re- 
spectively, according to LIAMA. Other 
cities, with their respective percentage 
increases for December and the year, 
are Boston with 13 and 12; Chicago 9 
and 15; Cleveland 6 and 13; Los An- 
geles 3 and 19; New York City 12 and 
15; Philadelphia 11 and 17; and St. 
Louis —3 and 18%. 


















































THE DEED WE HAIL is the record made 
by one of our newest General Agencies 
which passed the three million ordinary 
paid-for mark in its first 7 months. This 
shows what good insurance men can do 
when they have a firm footing. 

Forgive us for hammering it in that 
Union Casualty and Life Insurance Com- 
pany is a progressive, live-wire organiza- 
tion — growing, expanding; that its rates 


ROY A. FOAN, Vice President and Director of Agencies 


and terms are favorable; that it is staffed 
with top insurance and organization brains 
and an efficient office force which gives 
agents fast, accurate, intelligent service; 
and that there is plenty of room for am- 
bitious men to get ahead. 

There are many opportunities for agents 
and a few territories open for general 
agents. For more information write to 











NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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American United Life 
Alters Rates, Policies 


Significant changes in policies and 
company practice, reflected in a new 
rate book for field men of American 
United Life, include discontinuance of 


the war clause, increase in limits for 
permanent plans to $300,000, and for 
single premiums to $500,000. 

With respect to the war clause, the 
company will continue in certain areas 
to limit military hazards by rating, 
amount or plan, according to present 
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EMBLEM 


of the Company portrays its 
character. 
cates unity; the arch, stabil- 
ity; the oak leaves, maturity 
and endurance; the shield, 
strength; the scales, justice; 
the helmet, protection; the 
compass, direction; the key, 
friendship. Combined, they 
symbolize the Equitable Life 
of lowa .. .. a company 
keyed for Career Life 
Underwriters. 


quilable Life 


INSURANCE COMPANY OF IOWA 


The circle indi- 








The Usual Becomes Unusual 


Progress is usual, but the usual was really unusual in 1953 
for the Woodmen of the World. 


Preliminary reports show excellent gains in membership, 
insurance in force and assets, and even more greatly ex- 
panded fraternal and civic service activities throughout the 


domain of Woodcraft. 


The 1953 record, however, is “but a stepping-stone to 
higher, more far-reaching service,” said President Farrar 
Newberry in a year-end message to Woodmen. 


WOODMEN OF THE WORLD 


Life Insurance Society 
Omaha, Nebraska 











or potential status of insured. 

Other changes include: Full benefit 
when a child is six months old on 
policies issued at age zero; simplifica- 
tion of procedures for change in mode 
of first premium, with annual premium 
shown in all policies; a change of plan 
provisions in life and endowment poli- 
cies which guarantees, in turn, a 
change to higher premium form during 
the first five policy years (cost equal 
to difference in back premium, plus 
single interest at 5% per year, or dif- 
ference in cash value, plus 5%, if 
greater). On policies more than five 
years old the cost will be difference 
in cash value, plus 5%. 

Also, an addition, with distinct poli- 
cies for men and women, of income en- 
dowment at 60 and income endow- 
ment at 70 plans; addition to family 
income riders of attained age conver- 
sion privilege, based on computed val- 
ue less $250 per $10 income unit; is- 
suance of term policies in the lower 
substandard classifications, with con- 
version privilege included but limited 
to first five years. Attained age con- 
version period in 10-year term policy 
has been increased from 7 to 8 years. 
Finally, a five-year renewable term 
plan, renewable to age 65, has been 
added, and this may be set up also to 
renew for reducing amounts to meet 
mortgage redemption needs. 

In illustration of the company’s new 
low term premiums, at age 35 the gross 
premiums for a five-year initial term 
is $8.14 and the annual dividend 1954 
scale is $1.26. At the same age these 
other figures apply: gross premium is 
$8.51 for a five-year renewable term 
and annual dividend scale is $1.26; 
gross premium $8.86 for 10-year con- 
vertible term and annual dividend 
scale is $1.38; gross premium is $8.29 
for 20-year supplemental term. 

Featured in the new rate book are a 
section devoted to comprehensive set- 
tlement option procedures and an ex- 
panded interest table, facilitating com- 
putations involving the 34% rate 
now allowed by the company on divi- 
dend deposits and non-withdrawable 
policy proceeds. 


Bankers Nat'l Changes 


Bankers National Life has made 
these policy changes: dividends will 
accumulate at 3% instead of 242%. On 
a preferred risk ordinary life policy, 
this means that at age 35, by leaving 
dividends to accumulate and taking 
the 20th year cash value, there is now 
a net cost figure of 43 cents against a 
former net cost of $1.54. 

Retirement income policies maturing 
at ages 55, 60 and 65 will now provide 
for lifetime income with 120 months 
certain instead of 100 months, with no 
change in premiums or non-forfeiture 
values. 

New premium rates were announced 
on these term contracts: annual re- 
newable term to age 65, five year term, 
10 year term, preliminary term, level 
premium term to age 65, guaranteed 
provider and 20-year term. 

In the family income agreement, it 
is now possible to arrange for an im- 
mediate cash payment to the bene- 
ficiary upon the death of the insured 
within the family income period selec- 
tion. The relation of immediate benefit 
to monthly income cannot be varied— 
that is, for each $1,000 of insurance, 
the immediate benefit must be $200 
when the monthly income selected is 
$20. These cash payments will not af- 
fect the monthly income or the net 
proceeds payable at the end of the 
family income period. 





e@ Lubbock, Tex., General Agents & 
Managers Club heard a talk by S. J. 
Hay, president of Great National Life. 


Hiner gets Franklin Post } 


Franklin Life has appointed Edwy_ 
E. Hiner manager ; On 
in north central i 
Washington, with 
headquarters at 
Wenatchee. 

Mr. Hiner en- 
tered insurance 
after army  dis- 
charge as an agent 
for Lincoln Na- 
tional Life at San 
Diego, Cal. In 1946 
he was appointed 
northwest regional 
manager for Gi- 
braltar Life. 


TRA 





Edwin E. Hiner 





Pru Opens New Agency 


Prudential has named John B. Mag. 
Donald to head its new agency at 2H 
Front street, Hempstead, N. Y. Mr 
MacDonald, who resigned as athletic 
director at Hofstra College to join the 
company in 1950, has been manager of 
the Hempstead branch of the Jamaica 
agency since 1952. He is a CLU. 











Hammer Appoints Supervisor 


W. O. Vernon has been appointe 
supervisor in charge of production of 
the Hammer agency of State Mutual 
Life at Tampa. He has been with Life 
& Casualty. He is a CLU and an aj 
force veteran. 





Hear Leiley at Philadelphia 


Edwar Leiley, general agent for Mu- 
tual Benefit Life at Philadelphia, ad. 
dressed the annual conferment lunch- 
eon of Baltimore CLU chapter. Dj. 
plomas were awarded to three CLU’s,| 





e Four directors will be elected by 
Policyholders Mutual Savings Life at 
pool annual meeting Feb. 9 at S&¢. 
ouis. 
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TRAVELERS PROMOTIONS 
pointed Edwin, 





ond Vice-President 


' Rank for Seven 


Travelers has advanced the follow- 
ing to the newly created post of 2nd 
vice-president: 

s. Gwyn Dulaney, who has been 
secretary of the group department 





L. R. Lyman 


S. G. Dulaney 


since 1950. He joined Travelers in 
1927 as a group field service repre- 
sentative and has served in Boston, St. 
Louis and San Francisco as well as at 
the home office. 

Robert E. Fee, who has been secre- 
tary of the methods and planning de- 
partment since 1947. He has been 





S. T. Tooker 


F. H. Williams 


with Travelers since 1919 in Worcest- 
er, Minneapolis, and the home office. 
He is a navy veteran of the first world 
war. 

David L. Kempf, who has been sec- 
retary in charge of the branch office 
administration department since last 
February and a secretary of the de- 
partment since 1951. He joined Trav- 
elers in 1928 and has served at 
Indianapolis as well as at the home 
office. 

Louis R. Lyman, who has been sec- 
retary in the life department since 
1949 and with Travelers since 1914. 
He is an army veteran of the first 
world war. 

Sterling T. Tooker, who has een 
secretary of the personnel department 
since 1947. He joined Travelers in 
1935 in the life actuarial department. 
He is a navy veteran. 

Foster H. Williams, who has been 
secretary of the group department 
since 1950. He joined Travelers in 1925. 

Charles J. Haugh, who joined Trav- 
elers in 1944 as secretary of the com- 
pensation and liability department. 





Tex. CLUs Hear Rosson 


San Antonio CLU chapter heard 
Frank M. Rosson, attorney, discuss 
problems presented by the Texas in- 
surable interest law passed by the 1953 
legislature. He reviewed the situation 
In regard to court law which governed 
Prior to the passage of the new law, 
which restricted the insurable interest 
to those who appeared to have reason 
to desire the continuance of the life 
of the insured. Mr. Rosson said that 
while the law created a new basis for 
insurable interest, it is probable there 
will be some litigation as to the exact 





meaning and its effect, pointing out 
that the law limits to those applying for 
the life insurance the power of desig- 
nating the beneficiary. He stated there 
is no provision for a third party appli- 
cation. 





General American Marks 


Completion of Remodeling 


General agents advisory council of 
General American Life held its first 
1954 meeting at the company’s home 
office at St. Louis. An open house, fol- 
lowing the session, marked the comple- 
tion of a modernization and home of- 
fice improvement program. 

Retiring Council Chairman Dennis 
G. Colwell was honored at a dinner 
at the home of President Powell B. 
McHaney, and received a handsome 
gift. Present members of the council 
are Chairman Gordon Tyler, Tulsa; 
Allen Ogilvie, Los Angeles; Lewis C. 
Callow, Memphis; Fred F. Sale, St. 
and Leo R. Schuster, Jr., El 


were four agents who led the com- 
pany’s President’s $60 million cam- 
paign. They were Elmer Rosenthal, 
James Roberts and Adam Rosenthal, 
all of St. Louis, and Mr. Schuster. 

The modernization program includes 


complete air-conditioning, wiring ard 
lighting, sound-proofing, new rest- 
rooms and elevators, and a redesigned 
cafeteria with a class room and em- 
ployes’ lounge. 


Win Mutual Trust Awards 


The Mutual Trust Life Edwin A. 
Olson Achievement trophy for 1954 
has been won by the Bergen-Eiber 
agency at Brooklyn. Harry Weinberg 
of the Tiedemann agency at New York 
City won the Olson award for produc- 
ers. 

The Bergen-Eiber agency has been 
the company’s largest in the New York 
area for several years. Mr. Weinberg 
led all company producers both in life 
and volume for 1953. 


N. Y. Life Advances Gill 


New York Life has appointed Ed- 
ward T. Gill as assistant district su- 
pervisor in charge of the New York 
City uptown group office at 290 Madi- 
son avenue. He was formerly in charge 
of the Syracuse group office. He also 
served as home office representative 
in the San Francisco group office. Be- 
fore joining New York Life he was in 
the San Francisco office of the Ameri- 
can Associated insurance group of St. 
Louis. He is a marine corps veteran. 








Ariz. Bill Plans to Set Up 


Separate Insurance Unit 

As a supplement to the propesed new 
Arizona insurance code, there has been 
introduced in the legislature a bill to 
set up a separate department of insur- 
ance under which the governor would 
appint the director with the advice and 
consent of the senate. Salary would not 
exceed $9,600 a year, and the director 
would serve a four-year term. The bill 
provides that George Bushnell, the 
present commissioner-appointed direc- 
tor, would continue in the new office 
until a successor is named, which can- 
not be until Jan. 1, 1955. 

The bill provides that the office of 
the director will be a full-time position 
and that he shall not serve on or under 
any political party committee or en- 
gage in any political campaign. 





Sheehy Brokerage Supervisor 
The White & Winston agency of U.S. 
Life in New York City has appointed 
William L. Sheehy as brokerage super- 
visor. He was formerly assistant man- 
ager in the life department for the 
New York City brokerage firm of Mc- 
Cooey & Schmitz and before that was 
an agent for Equitable Society in N. Y. 











TOP MAN ON 
THE TOTEM POLE 


The Life Underwriter of America 


If family histories were still being recorded in this 


fashion, high man on most family totem poles would be 


their life underwriter. For he’s the man most fathers turn 


to when planning the future security of their loved 


ones ... the man whose efforts have contributed much 


toward preserving America’s high standard of living. 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Home Office: Newark, New Jersey e 
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Canadian Head Office: Toronto, Ontario 


Southwestern Home Office: Houston, Texas ° Western Home Office: Los Angeles, Calif. 
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Call It a Subsidy, Not Reinsurance 


It begins to look as if the same 
thing is going to happen to the fair 
name of reinsurance that happened 
some years ago to the word “insur- 
ance”: That governmental planners 
will take it and give it a meaning quite 
different from its generally accepted 
meaning, as was done in devising the 
term social “insurance.” 

What we are talking about specifi- 
cally, of course, is the administration’s 
“reinsurance” plan for major medical 
expenses. Nothing that has been dis- 
closed thus far looks like reinsurance 
in the sense that insurance people use 
the word. The need is not for reinsur- 
ance, anyway, and there is no logic 
in calling something reinsurance when 
it is nothing of the sort. Thus far, the 
plan looks like a government subsidy 
and if that is what it is, that is what 
it should be called. If the plan is any 
good, it doesn’t need the reinsurance 
tag to make it look better. If it is 
masquerading as something it isn’t, 
then it shouldn’t have the benefit of so 
honorable and highly respected a name 


as reinsurance to aid in the imposture. 

In some ways, the attempt to take 
over the term “reinsurance” is even 
more exasperating than the misuse of 
the “insurance” to designate a wealth- 
redistribution system having little 
similarity to real insurance. Reinsur- 
ance is a more precise and technical 
designation than insurance, so its mis- 
use seems inexcusable. In the special- 
ized business of insurance, reinsurance 
stands out as being super-specialized. 
What other business in the world has 
retrocedents? Or retrocessionaires? Or 
bordereaux? Will these terms also be 
taken over and applied in ways alien 
to their long-understood meanings? 

We hope that the Eisenhower ad- 
ministration will come up with a health 
plan good enough so it doesn’t need to 
misuse the good name of reinsurance 
in an effort to make the projected sys- 
tem look better than it is. If a subsidy 
is needed, let it be called that, not 
reinsurance. Certainly, nobody in the 
reinsurance business wants to have his 
company’s endeavors associated in any 
way with the idea of subsidy. 


The Favorable Factors Are Still Here 


Now that the annual statement fig- 
ures of life insurance companies are 
beginning to be published, they make 
it clear beyond any doubt that 1953 
was the greatest year in the history of 
the life insurance business. The life 
companies generally not only wrote 
more new business and gained more in 
force than in any other year, but they 
recorded record-breaking gains in 
assets, surplus, reserves and showed 
considerable improvement in both in- 
terest earnings and mortality experi- 
ence. Every phase of the operations of 
nearly all life companies were on the 
plus side last year. 

What happened in 1953 is now a 
matter of history, but we feel sure 
that the records are going to be stu- 
died eagerly, carefully and in detail. 
They will show what a well-managed 
life insurance company is able to ac- 
complish under unusually favorable 
conditions. 

But with 1953 behind us, what are 
the prospects for the current year? We 
believe they are good; that they are 
very much better than average. In the 
first place the life insurance business 
has gained a great deal of momentum 
during the last several prosperous 
years. This was especially true in 1953. 
Most companies and certainly most 
agency organizations were “rolling” 


last year. Agency heads, managers and 
agents had the feeling of success and 
accomplishment in 1953. The men in 
the field found less resistance on the 
part of prospects. They discovered a 
willingness to buy larger policies. They 
encountered many who agreed that the 
amount of life insurance being carried 
was insufficient. They had more ref- 
erred leads from a life insurance con- 
scious public. Prospects were more nu- 
merous than ever before and prospec- 
ting easier. 

All of this is not going to vanish in 
1954. It is probable that it will be mod- 
ified to some degree, but not markedly. 
All of those who are realistic recog- 
nize that there is likely to be some de- 
cline in general business. Certain lines 
will suffer more than others. There is 
to be apparently a normal, orderly and 
perhaps even healthy adjustment of 
the general economy, but only an a- 
larmist would predict that there is to 
be a sharp and harmful decline. 

The lessons that life insurance men 
learned in the boom year of 1953 are 
not going to be forgotten. The active 
life insurance man who organizes his 
time and works according to plan is 
not going to find 1954 selling conditions 
to be very much different from those 
that prevailed in 1953. The conditions 


that produced a favorable selling cli- 
mate last year are still present. Chief 
among these is the fact that prices are 
so high that it is still almost impossible 
for the average man to accumulate an 
estate in any other way except through 
the purchase of life insurance. Employ- 
ment will decline only moderately, 
salaries and wages are likely to remain 
at approximately their present levels 
and so, for as far ahead as it is now 


possible to foresee, life insurance me 
will still be able to encounter an abun. 


5 


Dr. 


dance of prospects with relatively hig,’ Dire 


incomes who are almost obliged to tun 
to the purchase of life insurance for 4! 
sound and assured financial future, be. 
cause high living costs will continue ty 
make any other financial security fq 
the family unattractive, unobtainab) 
or unfavorable by any standard 
comparison. 








PERSONALS 


DEATHS 





Henry E. North, vice-president of 
Metropolitan Life in charge of the 
Pacific coast branch, has been named 
chairman of San Francisco “Boy Scout 
Week”, to be held Feb. 6-13. 


Charles H. Yardley, vice-president 
of Penn Mutual Life, will preside at a 
session on “Executive Compensation” 
at the eastern spring conference of 
Controllers Institute, to be held March 
21-23 at Washington. 


C. W. Sulier, general agent of Fidel- 
ity Mutual Life at Lexington, Ky., has 
been appointed by Mayor Fugazzi to 
a “greater Lexington committee” that 
will study solutions to various urban 
problems. 


John Moyler, Jr., assistant vice- 
president and public relations director 
of Life of Virginia, has been elected a 
director of the Savings Bank & Trust 
Co. in Richmond. 


Wilbur L. Jenkins, Jr., manager of 
Life of Georgia at Richmond, Va., re- 
ceived the junior chamber of commerce 
distinguished service award as Rich- 
mond’s “outstanding young man of 
the year.” 


Samuel A. Fitch, associate counsel of 
John Hancock, has been elected presi- 
dent of the Longwood Cricket Club. 


Lee P. Stack, vice-president of John 
Hancock Mutual, has been elected a 
director of Northern Ins. Co. of New 
York. 


H. Ladd Plumley, president of State 
Mutual Life, has been elected president 
of the Worcester Chamber of Com- 
merce. 


Orville F. Grahame, vice-president 
and general counsel of Massachusetts 
Protective and Paul Revere Life, has 
been admitted to practice before the 
U. S. Supreme Court. 


Sherwin C. Badger, financial vice- 
president New England Mutual, has 
been elected a trustee of the Beaver 
Country Day school in Chestnut Hill, 
Mass. 


Francis A. Harrington, vice-president 
and group secretary of Massachusetts 
Protective and Paul Revere Life, has 
been appointed chairman of the spe- 
cial gifts division in the Worcester, 
Mass. 1954 American Red Cross drive. 


JAMES F. O’NEILL, 75, former man. 
ager of Monumental Life at Kansas 
City, died there. He opened the com. 
pany’s Kansas City office in 1926. 





HENRY D. P. THOMAS, 55, with 
Midland Mutual at Baltic, O., died at 
his home there of a heart attack. A 
few nights ago he received a company 
production award at an agency gather. 
ing at Columbus. At one time he was 
mayor of Baltic. 


FOREST E. CASE, 64, of the Johann- 
sen agency of Northwestern Mutual, 
died at his home in Chatham, N. J. 


MRS. WILLIAM J. SIEGER, whose | 
husband is vice-president and super- 
intendent of agencies of Bankers Na- 
tional Life of Montclair, died at St. 
Clare’s hospital, New York City, after 
a short illness. 


VICE-ADMIRAL HARRY G. HAM. 
LET, a member of the board of United 
Services Life, died. Funeral services at | 
Bethesda, Md., were followed by a 
military burial in Arlington National 
Cemetery. 


MILLARD WILLMORE REDFORD, 
64, former manager of Old Dominion 
Life at Franklin, Va., died at Roanoke. | 


MAX I. BLASBALG, 76, for 22 years an 
agent for New York Life at Kansas City, died. 


NAIC Sets Up Mail 
Order Committee 


Commissioner Murphy of South Car- 
olina, president of National Assn. of 
Insurance Commissioners, has appoint- 
ed a committee on mail order insur- 
ance in connection with the U. S. Sen- 
ate judiciary committee investigation. 
Allyn of Connecticut is the chairman 
and the members are Martin of Louisi- 
ana, Vice-chairman Leggett of Mis- 
souri, Bohlinger of New York, Jensen 
of North Dakota, Barrett of Illinois, 
Maloney of California and Mr. Murphy 
ex-officio. 











Washington Nat'] Expands Board 

Washington National has elected as 
directors Eugene L. Voss, president of 
Evanston State Bank & Trust Co.; John 
Nuveen, partner of John Nuveen & Co., 
and C. H. Kendall, company vice- 
president. This increases the number 
of directors to 19. 
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ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resid 





CINCINNATI 2, ORIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. , Sales 
Director; George C. Roeding, 
George E. Wohlgemuth, News Editor; 
W. Riggs, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred B. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 

ager. 


ager; 
Arthur 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bidg., Tel. Main 5417. Howard J. Meyer. 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph dl Richman, 
Vice-Pres.; J. T. Curtin, R 





OMAHA NEBR.—610 Keeline Bldg., Tel. 
Atlantic ste. Clarence W. Hammel, Resident 


Manager. 
P ELPHIA 9, PA.—123 S. Broad Street, 

Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manage 

PITTSBURGH PAW303. ‘Columbia Bldg. 

Facts. — 1-2494. Bernerd J. Gold, Resident 
anag 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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National Life of Vermont has pro- 
moted Dr. Harry L. Columbo, associate 
medical director, 
to medical direc- 
tor, elected Dr. 
Murdo G. Mac- 
Donald of Burling- 


ton, Vt., assistant 
medical director, 
named Dr. Ells- 


worth L. Amidon, 
also of Burlington, 
medical consultant, 
and promoted 
Kirtland J. Keve, 
director of agents 
training, to assist- 
ant superintendent of agencies 
charge of training. 

Dr. Columbo succeeds Dr. Andrew J. 
Oberlander, who went to Chicago a 
few months ago to join Prudential’s 
medical staff. 

The medical staff elections mark a 
reorganization of the department. A 
fourth member, Dr. John L. Saia of 
Barre, Vt., was elected assistant medi- 
cal director last year. 

Dr. Columbo joined National Life as 
assistant medical director in 1946 and 
was elected associate medical director 
last year. He is an alumnus of Uni- 
versity of Vermont medical school and 
University of Pennsylvania postgradu- 
ate school of internal medicine. 

Dr. MacDonald will join the com- 
pany in July when he completes a 
two-year residency in internal medi- 
cine at Mary Fletcher hospital, Burl- 
ington. He received his medical 
degree, cum laude, from University 
of Vermont. 

Dr. Amidon is chairman of Universi- 
ty of Vermont’s department of medi- 
cine and medical director of Mary 
Fletcher hospital. 

Mr. Keve, a CLU, was with National 
Life’s Bender agency at New York be- 
fore going to the home office in 1949. 
He was engaged in private practice of 
law in New York City until his entry 
into military service. 





H. L. Columbo 


Or. 


in 





Cottrell Gets Western Sales 
Post for Bankers L.&C. 


Bankers Life & Casualty has ap- 
pointed John R. Cottrell western re- 
gional sales manager with headquar- 
ters at Denver. Stanley E. Kelley, for- 
merly manager at Albuquerque, N. M., 
will be his assistant. The western re- 
gion consists of Arizona, Colorado, 
Montana, Nebraska, Nevada, Utah, 
Wyoming, Idaho, Washington, Oregon 
and part of Texas. 

_Mr. Cottrell has been with Bankers 
since 1947, most recently as Denver 
manager. He is president of Colorado 
Assn. of A. & H. Underwriters, and a 
navy veteran. 

Starting with Bankers at Miami in 
1949, Mr. Kelley served at Denver be- 
fore going to Albuquerque in 1951. 





Green Now General Agent 


General American Life has ap- 
pointed Kenneth J. Green general 
agent at Belleville, Ill. He joined the 
company’s home office in 1934, and 
for the past several years has been 
Illinois agency supervisor. 





Set Gen’! American Record 


St. Louis agencies of General Ameri- 
can Life set a new high of $14,800,000 
In individual life sales in 1953, an in- 
Crease of $2,800,000. 

The company’s St. Louis sales are 
handled through a multiple agency 
System consisting of seven individual 


units headed by district managers, 
all with centralized headquarters in 
the home office. When the system was 
established in 1948, annual sales were 
$5 million. Leading unit in 1953 was 
the Adam Rosenthal agency. 





Ex-Secretary of Commerce 


Union Central Director 


Charles Sawyer, member of the Cin- 
cinnati law firm of Dinsmore, Shohl, 
Sawyer & Dinsmore, and former Sec- 
retary of Commerce, and William H. 
Mitchell, president of the Mitchell 
Steel Co., have been elected directors 
of Union Central Life. 

Elmer Best, assistant treasurer, was 
elected assistant vice-president and 
Dr. Louis Schwab was elected assistant 
medical director. 





Crown Life Has Several 


Home Office Promotions 


Crown Life has promoted J. D. 
Jamieson from _ superintendent of 
mortgages to mortgage vice-president, 
and I. M. Gilbert from superintendent 
of agencies to agency vice-president. 

In other promotions, H. W. Kinnear 
becomes mortgage superintendent, N. 
D. Campbell actuary, J. E. Moore 
comptroller, and G. N. Watson group 
manager and actuary. 





Empire L. & A. Promotions 


Empire L. & A. of Indianapolis has 
made the following home office pro- 
motions: Robert B. Rhoads, Jr., for- 
merly assistant treasurer to vice-pre- 
sident and administrative officer; 
Fred S. Smith, formerly auditor to 
controller; James W. Hurt, formerly 
assistant secretary to assistant vice- 
president in charge of claims. 

Also, Ben. W. Rubush to assistant 
vice-president in charge of the ordi- 
nary department, Myrl I. Hinckley to 
assistant secretary, J. Louis Smith to 
assistant treasurer, and Chester L. 
Blanchard to assistant controller. 





Elder Succeeds Lauer 


R. A. Elder has been appointed 
general agent at Williamsport, Pa., 
for Equitable Life 
of Iowa, succeed- 
ing R. G. Lauer 
who is_ retiring 
after 35 years in 
that position. Mr. 
Lauer was hon- 
ored at a testimo- 
nial dinner there 
at which Ray E. 
Fuller, agency 
vice-president, 
was host. 

Mr. Lauer has 
been a member of 
three of the com- 
pany’s general 
agents advisory councils. He now will 
devote his time to personal production. 

Mr. Elder joined the Williamsport 
agency in 1935. He is a navy veteran. 





R. A. Elder 





Franklin Life Leaders 


Sixty-seven agencies of Franklin 
Life exceeded $1 million in net paid 
production during 1953. The Phila- 
delphia division led nationally with 
more than $17,500,000 net _ paid. 
Mitchel Milicevich, Colorade Springs, 
led in personal production. 





Lubbock Managers Elect 


Pat Wiman, Republic National Life, 
has been elected president of Lubbock 
Life Managers & General Agents Con- 
ference to succeed Marshall Farrell of 
Great American Reserve. Other new 
officers are: Ist vice-president, Clifton 
Haynie, Southwestern Life; 2nd vice- 
president, Dudley Hunter, Commercial 
& Industrial Life, and secretary-treas- 
urer, J. R. Eagan, Amicable Life. 


Gen’‘] American Names 
S. W. Souers Chairman 


Sidney W. Souers has been named 
chairman of General American Life. 
He succeeds Wal- 
ter W. Head who 
has been in ill 
health for some 
time and who be- 
comes _ honorary 
chairman. 

A member of the 





company’s’ board 
and executive 
committee since 
1936, Mr. Souers} 


resigned as execu- 
tive vice-president 
in 1940 to go on 
active duty as a lieutenant-commander 
in the navy. He rose to rank of rear 
admiral, later served as executive sec- 
retary of National Security Council and 
then as special consultant to the Pres- 
ident. Since 1951 he has been chair- 
man of General American’s executive 
committee. 


S. W. Souers 


e The Earl C. Jordan agency of Massa- 
chusetts Mutual Life at Chicago in 





January had its best production month, 
the paid-for volume amounting to 
$2,064,749. The previous high of $2,- 
014,152 was set in December, 1926. 





Equiowa Promotions to 
Church, Swisher, Rice 


Equitable Life of Iowa has ap- 
pointed R. A. Church assistant general 
counsel and S. A. Swisher and J. E. 
Rice assistant superintendents of agen- 
cies. C. L. Sampson, vice-president of 
Northwestern Bell Telephone Co., 
Omaha, has been elected a trustee. 

Mr. Church has been with the com- 
pany 15 years and has been counsel 
since 1948. 

Mr. Swisher, son of S. A. Swisher, 
Jr., a former agency vice-president of 
Equitable, joined the company as an 
agent at Des Moines after army serv- 
ice. He was advanced to field super- 
visor in 1945. 

Mr. Rice, whose father, J. E. Rice, 
was general agent for the company at 
Washington, D. C., before his retire- 
ment, started with Equitable as an 
agent at Washington after navy service. 
He was promoted to field supervisor 
of eastern agencies with headquarters 
at Washington in 1950. He will continue 
to have headquarters there. 








qualified. 





Sixtieth Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $188,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $82.- 
000,000 in Assets for their benefit 
... Policies in force number 102.500 
and Insurance in force is over $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 


ing and service facilities for those 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
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MUTUAL LEGAL RESERVE FOUNDED 1894 
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The Man With The 
GUARANTEE 


FINDS A PROSPECT 
AT EVERY DOOR 


His full line of merchandise fills 
all personal insurance needs: 
LIFE 
in all standard forms, competitively 
priced, to meet every need. 
ACCIDENT 
SICKNESS 


HOSPITALIZATION 


His training and sales helps make his 
efforts more productive. 

And his new 5-Star Contract adds more 
rewards to his success. 





Write Agency Department, Guarantee Mutual Life Co., Omaha 
2, Nebr. and investigate the opportunities open for good men. 


CORE ORE OR OK KE 


uarantee 


MUTUAL LIFE COMPANY 


OMAHA 2, NEBRASKA 
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THE MAN WITH THE 


LIFE + ACCIDENT + SICKNESS + HOSPITALIZATION 














Treat Business Interest 


Phase of Estate Planning 
(CONTINUED FROM PAGE 3) 

ing the estate planning operation, we 

have a man who has a large interest 

in a close corporation which is highly 

successful,” Mr. Guterman said. 

The man may have a son in the 
business or he may have daughters. He 
may have no person closely related to 
him in the business and he may have 
key men who are actually helping him 
to operate the business. In either of 
those situations, there are different 
motivations for different types of sec- 
urities. 

In the case of a daughter it might 
be desirable to put the daughter’s in- 
terest in preferred stock and have the 
business owner’s son who is in the 
business take the voting common stock 
and exercise the control needed to run 
the business. If a man has only key 
men, no sons or daughters in the 
business, he may very well wish to 
give those key men an inducement to 
continue in the business. 

In the final analysis his ability to 
realize the sale value of the business, 
if he is going to withdraw completely 
from the business and have the key 
men buy him out, would depend on 
his ability to give these key men the 
type of interest in the corporation 
which they will need to build up their 
own assets and have an incentive to 
buy him out at the time of his death. 

e e e 

The situation is much more compli- 
cated when there is an existing busi- 
ness and the owners are attempting to 
recapitalize. It was formerly consider- 
ed gospel that if you issue a dividend 
—preferred stock—that that is a tax- 

able dividend and it has been so held 
in various cases. The Treasury has 
contended that if you issue preferred 
stock and shortly thereafter dispose of 
the preferred stock the Treasury will 
say that although your individual steps 
would seem to be within the tax-free 
area the Treasury will contend that 
in substance it was an indirect method 
of siphoning off surplus from the cor- 
poration, with the result that at the 
moment of sale, instead of being treat- 
ed as a capital transaction it will be 
transformed and treated as if it were 
an ordinary dividend at the time the 
dividend was declared. 

Because of this attitude of the Treas- 








No. 3 in a series of 
father-son combinations 
in the 
Modern Woodmen 


Agency Force 








BOB HOUGHAM 


Bob Hougham, Normal, Illinois, began his career 
with the Modern Woodmen Agency group as a 
District Manager, January |, 1950, and has served 
successfully in that position since. Son of State 
Manager Hougham, Bob's production gained him 
membership in the Century Club—top 50 producers 
—his first two years with the Society. Writing a 
good class of business, he has also met with much 
success in training and working with new agents. 











W. H. HOUGHAM 


W. H. Hougham, Bloomington, Illinois, has served 
as Southern Illinois State Manager since 1946, 
and under his direction his territory is always among 
the leaders in volume and premium income. For 
the past four years Southern Illinois placed first in 
premium income—first in volume in 1951 and ‘52 
and second in 1950 and ‘53. “Hersch” joined 
the Society's Agency force in 1933, serving capably 
as a District Manager for the following 13 years. 


Increased earnings and the opportunity to 
“get ahead" are built into the future of the 
Modern Woodmen agent. If you want a 
career with a future—one that will give 

you an opportunity to use your talents to 
the fullest—there's a place for you 

at Modern Woodmen. 


ove) Pag «= MODERN 
PAUTESTey| © WOODMEN 
2 OF AMERICA 


ROCK ISLAND, ILLINOIS 
Assets exceed $181,000,000 





ury Department it has now become ey, 
tremely risky to go through with ; 
simple declaration of a preferred stoq 
dividend on the common for the py. 
poses of a plan that one would ng. 
mally contemplate. For example, pr. 


ferred may be desirable to set up; 


trust. for a wife or children. This 

of transaction is no longer safe with. 
out a ruling from the Treasury De 
partment. 

The Chamberlin case was mention 
The tax court held that where the, 
was a prior arrangement for the dis. 
position of the preferred stock issyg 
to the common stockholders, and the 
sold by them to an insurance cop. 
pany, and the corporation later rm 
deemed the preferred, there resulted ; 
taxable dividend. Sixth circuit cour 
reversed the tax court decision, by 
that is only on decision. An applic. 
tion for certiorari has been filed by 
the U. S. Supreme Court has not jp. 
dicated whether it will accept the case 





The point is that it is so risky now! 
that without a ruling one should ng 
go forward. 


One ruling that Mr. Guterman ob. 
tained in this connection was permis. 
sion to issue preferred stock on com. 
mon for purposes of making gifts ty 
members of the family or to mak! 
transfers in specified amounts to ; 
foundation. In that type of ruling the 
Treasury has ruled in this particula 
situation that it will be treated as; 
tax-free stock dividend but the reser. 
vation is made that if it is ever dis. 
posed of or sold either by the trans. 
feree or by the person himself the 
Treasury reserves its right to recon-| 
sider whether it was in fact essential-| 
ly equivalent to a dividend. 

There was a case in 1948 in which 
key men were involved. In that situa- 
tion, the corporation wanted to sel 
common stock but the price of the 
common would have been too high for 
the key men to pay. The company 
asked whether there would be the 
possibility of a taxable dividend if it 
went ahead and issued preferred stock 
on the common, thereby reducing the 
value of the common to a point where 
it could be bought by the key men. The 
Treasury Department ruled that even 
though the key men later on sold their 
common the preferred issue would not 
be a taxable dividend. 





Mr. Guterman noted that the Treas- 
ury has not ruled that it is a taxable 
dividend when common is issued on 
common. 

Mr. Guterman mentioned that the 
stock may reach a point in value where 
it may be too high to dispose of to key 
men. How can that problem be han- 
dled? 

Situation No. 1: Suppose a business 
has a large parcel of real estate on 
which the plant of the business is 
located. The business is conducted 
there. The plant is not essential to the 
operation of the business but it is 
very useful. In this case, it might be 
possible first to “spin off” the plant 
into another corporation. 

This term “spin-off” has taken on 
a certain technical meaning, Mr. Gut- 
erman explained. A spin-off occurs 
when a corporation transfers assets 
to a newly created corporation and 
takes back in return all stock of the 
new corporation and then distributes 
stock to shareholders of the original 
corporation. Under 112(b)(11) there 
will be no tax imposed on the share- 
holders and the basis of all the stock 
held by the shareholders will be ap- 
portioned among the new and the old 


A spin-off under section 112(b) (11) 
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has been sanctioned as a proper type 
of reorganization and will be held to 
be a tax-free transaction and also 
with approval, of course, it is possible 
that in the situation described to have 
the building, which represents a very 
sizable asset, removed from the total 
assets of the corporation, thereby re- 
ducing the value of the stock and then 
the corporation is in a position to sell 
the stock to the key men at a price 
they can afford. 

The man who is making these ar- 
rangements for his own estate may be 
vigorous enough to feel that his de- 
mise is going to be a long time in the 
future and does not want to dilute his 
control of the business. He is anxious 
to have two men participate and have 
areal interest but he wants to main- 
tain control. This is a perfectly na- 
tural approach. 


In that connection there is a pos- 
sibility of creating a new common 
stock, common A and common B. The 
common B has no vote. The owner is 
then in a position, if fre can create 
that kind of stock, to sell the B stock, 
as much of it as he wants to, without 
endangering his voting control. 

Mr. Guterman mentioned something 
a little outside the stock dividend sit- 
uation. Under section 112(b) (2) of the 
internal revenue code there is a pro- 
vision for exchange of common stock 
for common stock or preferred for 
preferred. In Mr. Guterman’s example, 
common A or common B stock issued 
in exchange for common would come 
within this section of 112(b)(2). 

Mr. Guterman mentioned a ruling 
that just came out that provides an- 
other technique for taking care of 
this sort of situation. That is revenue 
ruling 54-12, which appeared in the 
Internal Revenue Service Bulletin of 


Jan. 12. 

“This was a case where there was 
common and preferred stock and a 
key man was vitally interested in the 
business and he had, let’s say, 35% 
of the stock and members of the own- 
er’s family had the balance,” said Mr. 
Guterman. “What he attempted to do 
there and what was ruled proper was: 
They sanctioned the creation of a sec- 
ond preferred stock. They sanctioned 
an exchange of the second preferred 
for common of the other parties. So in 
the end the result enabled the key 
man to run his ownership up from 
35% to 50% without running into any 
complications such as have been de- 
scribed.” 

Why a stock redemption agreement 
among stockholders of a close cor- 
poration is an important part of their 
business arrangements was the ques- 
tion discussed by Mr. McKinley. 

He said the unfortunate part of the 
situation of many men operating a close 
corporation is that they devote so 
much time to running the business that 
they often overlook what might hap- 
pen on their death. Another unfortu- 
nate feature is that a good part of the 
owner’s wealth may be tied up in the 
business. That there should be some 
sort of agreement among the stock- 
holders of a closely held corporation 
is apparent. The type of agreement to 
be used may either be the usual buy- 
and-sell or stock purchase agreement 
or an option or a first offering. The 
type actually used will depend on the 
circumstances. 

The solution is very often delayed 
until it is too late. The owner of the 
business dies without having given 
sufficient consideration to the prob- 
lem. Of course it may well be that 
someone working in the business with 
the owner would have an interest eith- 





We help you turn 
prospects into friends, 
because it’s easier to turn 
friends into Policyowners 


Pan-American Life Insurance Company offers the following: 


Fine training 
Excellent sales aids 


Highly competitive merchandise 
Career contract for career men 


One of the Finest Direct Mail Plans (Proven through the years) 


im Addition — 


Unexcelled Home Office Underwriting and Service 


Pan-American’s liberal compensation plan includes: 
NON-CONTRIBUTORY 


. Group Life Insurance 


. Group Hospitalization for Representatives and Their Families 
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3. Pension Plan 

4. Disability Benefits 
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er acquiring all or a part of the busi- 
ness. Or the owner might consider 
the possibility leaving the business 
outright to some relative, such as a 
son or grandson. 

But when se much of the estate is 
tied up in the business it becomes a 
real problem what is going’ to happen 
to the family in the event of the own- 
er’s death. 

In addition to other advantages, 
some form of sale agreement is de- 
sirable because the agreement will 
then serve as some measure of value 
for tax purposes, particularly if it is 
in the nature of a buy-and-sell con- 
tract. It will also insure the continua- 
tion of the business without interfer- 
ence and perhaps at the same time as- 
sure the owner, his estate, or his fam- 
ily of adequate proceeds from the-sale 
of the business. 

There is a way in which insurance 
can play a part in some types of agree- 
ments, particularly the buy-and-sell, 
because usually key men in an or- 
ganization do not have the funds avail- 
able, so the insurance method becomes 
one of the most useful methods of 
funding. 

If the owner of the estate or the 


business does not do the proper plan- 
ning, the problem remains for the ex- 
ecutor to solve and the consequences 
of it may involve liquidation of the 
estate at a serious sacrifice to the fam- 
ily. 

Mr. Guterman remarked that what 
Mr. McKinley said was quite correct, 
that the vital function of these agree- 
ments is obvious in estate planning but 
there is one fact that must be em- 
phasized and that is that unless such 
an agreement is effected the element 
of forced sale and possible loss on the 
sale will result in a realization far be- 
low any true value. And frequently 
the only way the owner in a close cor- 
poration of this kind can get any real- 
ization of what he has built up during 
his lifetime is by some agreement that 
will legally commit those who will 
take over the business and who are 
prepared to give proper weight to its 
future potential and therefore are pre- 
pared to pay out an amount that comes 
within a reasonable range of a fair 
value. These arrangements are also vi- 
tal for other reasons than for this 
forced sale angle. 

Regardless what a person thinks he, 

(CONTINUED ON NEXT PAGE) ' 
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**All men are endowed with certain inalienable rights. . . 


life, liberty, and the pursuit of happinees.”’ 


JEFFERSON’S wise thinking, spurs into action 
the man eagerly looking for a profitable achieve- 
ment of future happiness. If you are a man like 
this and capable of general agent responsibility— 
National Reserve Life offers you real opportunity. 
In the rich region west of the Mississippi, our one 
hundred and fifty-five million dollar company is 
currently moving forward in a dynamic expansion 
campaign. Correspondence and exchange of infor- 
mation will be held in mutual confidence. Be wise 
—send now for complete information without 
obligation, to help you achieve success in, “life, 


liberty, and the pursuit of happiness!” 
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(CONTINUED FROM PRECEDING PAGE) corporation itself buy out the de- terests. It is entirely possible that there buy-and-sell agreement involving , all 
is doing for those who will survive ceased stockholder’s interest and it is may be trusts that have been created complete buy-out it is doubtful tha! nas b¢ 
him, whether as key men or someone because of that that the problem of out of preferred stock and there might the commissioner could successfully) expect 
else, frequently these plans are the redemption becomes exceedingly im- have been transferred common B maintain that that represents a dig.) sectior 
only means of realizing anything like portant. (non-voting stock to close members tribution equivalent to a taxable diyj.) of the 
the fair value of a man’s assets in a The Treasury Department has said of the family) and these members of dend, and hence taxable as such. {| connet 
close corporation after he has died. that a cancellation or redemption of the family might be the beneficiaries |The problem raised by this difficy.” that t 
There was considerable discussion stock in which the stockholder ceases of the man’s estate so that the question ty of redemption made it difficult )! import 
of section 115(g)(3) as to what are to have any interest in the corporation that comes up is whether if the cor- obtain any kind of liquid funds from’ does 0 
some of the techniques that can be will not be treated as a taxable divi- poration buys out all the stock, in that a man’s estate with which to meg He W: 
used under this section and what are dend. This means that if a man’s stock case does the fact that the same mem- taxes. family 
some of the pitfalls. on his death is bought out 100% and bers of the family may be beneficia- There was then enacted section 115. way © 
Mr. Guterman said that it is first he ceases to continue to have an in- ries of the estate constitute a continu- (g) (3), which was designed to make) he ha: 
necessary to understand 115(g)(1), terest in the corporation, that is free of ing interest. available to a decedent’s estate lit up i 

which says that the cancellation or ordinary income tax. The Treasury Department has judg- privilege of redeeming enough stock} than 
redemption of stock by a corporation What kind of interest an owner ed such situations on the basis that through a partial redemption so tha} types 
which is substantially the equivalent might have that might affect the com- there is no true severance because of sufficient cash could be obtained fo incent 
of a taxable dividend is to be treated pleteness of the severance got some the continuing family relationship, un- the payment of all his death tax ob.| has bé 
as a taxable dividend. There are many discussion. The mere fact that the cor- der which the members of the family ligations. sectior 
situations where a redemption is not poration might be paying him out over will receive stock or have already re- There may be liquid funds in th} The 
equivalent to a taxable dividend. How- a period of years against notes which ceived it. estate which will be sufficient to pay} kind © 
ever, with that sword of Damocles have been issued does not constitute As a matter of fact, there is a pro- the tax. Section 115(g) (3) is a right} must | 
overhead, it is important to know at the kind of continuing interest that posed regulation which has remained granted under specified objective con. {man’s 
least where the Treasury Department would incur a tax liability. Nor would proposed for longer than any regula- ditions and has nothing to do withfestate, 
concedes the possibility of redemption some other collateral types of arrange- tion in memory, which deals with this whether the estate has an immense} that f 
without a taxable dividend being as- ments which do not affect the fact question of complete severance as a amount of liquid funds, more than! above 
serted. that the owner’s equity position in the basis for a tax-free redemption. It adequate to pay taxes. “below 
Mr. Guterman said the reason this is corporation has gone. says that the fact of a close relation- The conditions for fulfilling the re. redem 
so important is that the most popular Frequently in the type of situation ship should be considered with other quiremenis are technical and very im. has to 
and common method today for work- being discussed there are members in facts to determine the completion of portant. 90 da} 
ing these problems out is to have the the family who have continuing in- the severance. At least that represents Despite the fact that section 115(g). estate 
the thinking of the Treasury Depart- (3) is designed to enable an estate t) must | 
ment but for some reason the promul- obtain liquid funds with which to mee the da 
gation has been stayed. It is important death taxes, nevertheless, the funds filed 

to remember that in this kind of situ- obtained on partial redemption do no down 
BROKERS- ation where complete severance is in fact have to be so used. The onl If the 
called for. The fact that there will be restriction is that the amount receivei of tim 
and their family interests that continue to have must not exceed the total of death dempt 

an interest may decide the tax freedom taxes imposed. mum 
in that kind of redemption. There has probably never been ;| thus | 

The existence of the buy-and-sell section of the code enacted which ha three 

agreement, however, may very well more value to the insurance fraternity latter 

dispel any arguments of the commis- than section 115(g)(3) because 3 

sioner of internal revenue that there is growing corporation is not usually in he 
any kind of 115(g)(1) type of divi- a position in which it can use up al 6 ge; 

dend that will incur tax liability be- its cash reserves to make use of 1Ii- kind 
cause presumably the stockholders’ (g) (3) and here is a situation where tion 

agreement is drawn up ahead of time without any agreement one way @ oven 
and there can be no argument by the another the expectation of the need be po 
commissioner that this is an attempt for this redemption gives rise to the teng | 
a to siphon off the corporation’s earned necessity for having on hand adequate that } 
surplus. Moreover, there is a business liquid funds. date | 

purpose in the continuity. Mr. Guterman said he knows fora ing 
Hence, where there is a binding fact that a great deal of life insurance yp, 
to me 
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has been sold on the strength of the 
expectation of the redemption under 
section 115(g) (3) of part of the stock 
taxable diyj.) of the decedent stockholder. In that 
-as such. | connection he said he should mention 
this difficy. that there are frequently vital and 
t difficult important planning reasons why a man 
1 funds from’ does not wish all his stock bought out. 
ich to meg He wishes to have members of his 

family continue to participate in one 
| section 115. way or another in the business which 
ned to make he has built up. If the man has built 
s estate th it up it represents a return far greater 
nough stoc| than might be realized from other 
xtion so tha} types of investments. So there is the 
obtained fo} incentive to utilize this method that 
eath tax ob.| has been handed to the taxpayer by 
section 115(g) (3). 

The first requirement to have this 
kind of a redemption is that the stock 
must represent more than 35% of the 
man’s gross estate. That means gross 
to do withfestate, and it is important to keep 
an immeng| that figure in mind so as to keep 

more than! above the 35% and because if he falls 

below it he will not be afforded the 
lling the re. redemption privilege. The redemption 
ind very im. has to be made within three years and 

90 days after the filing of the federal 
tion 115(g). estate tax return. The federal return 
an estate t) must be filed within 15 months from 
rhich to mee the date of death. If the tax return is 
, the fund filed too early the executor is cutting 
ption do no down the available redemption period. 
1d. The only If the estate wants the longest period 
unt receivei of time in which to decide on the re- 
al of death demption it is best to use the maxi- 

mum filing period of 15 months and 
ver been ;| thus date the redemption period of 
d which ha three years, nine months from this 
ce fraternity latter date. 

because 3 


t usually i The amount of immunity is the total 
1 use up all of death taxes, state and federal of any 
use of 115 jind, plus interest. Also any redemp- 
ation whert tion after Sept. 30, 1950 is permitted 
one way even if the man died before. It may 
of the neti be possible in certain situations to ex- 
rise to the tend a helping hand and not to think 
nd adequatt that because a man died at an earlier 
date he cannot get the benefit of this 
<nows for kind of redemption. 

fe insurance Mr, Guterman said it is worthwhile 
to mention that the Treasury Depart- 
ment thought that the only type of 
stock which should properly be al- 
lowed to be redeemed as stock was the 
stock which was subject to the impact 
_of tax. What does that mean? Suppose, 
| for instance, that a man’s will pro- 
vides that he leave all his stock to his 
j son and the entire residuary estate to 
his daughter. Then he puts a clause 
in his will that says that all estate 
| taxes are to be charged against the 
tesiduary estate. Under Treasury rul- 
ings, the son could not redeem stock 
under section 115(g)(3) because this 
stock did not bear the tax impact. 
However, as a result of a terrific hue 
and cry that this was legislation on 
the part of the Treasury and was not 
in the law, this was thrown out and 
now it is all allowable, but if the 
legatee of the stock transfers it to a 
Stranger the stranger can no longer 
redeem it and get the benefits of 115- 

(g)(3). That is the only exception. 

In connection with 115(g) (3) there 

are certain things which should be 
highlighted: 
It makes no difference whether one 
is an insurance man or an accountant 
or a lawyer. One should at least be 
familiar with the points of peril, what 
Should and should not be done. By 
knowing these the type of service 
one can render is enhanced tremen- 
dously. It is not necessary to know all 
the technical details, but only to know 
what elements are present. 

These points are vital: That the 35% 
of the gross estate is not confined to 
the testamentary estate but takes into 
account the entire gross estate to 


involving ,; 
doubtful tha 
successfully 
sents a dis. 





funds in the 
icient to pay 
3) is a right 
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which the federal estate tax law ap- 
plies. That is important. The testator 
may forget to mention about certain 
transfers in trust, with the result that 
they may be taxed as part of the estate 
and the 35% figure will be haywire. 

“So you must remember that in 
judging the 35% you must ask the 
next question: Are there any assets 
of a type which you think you do not 
own and which you think are outside 
of your estate but which may be 
claimed to be part of your gross tax- 
able estate because of reserved rights 
or possible return of property, etc.?” 
said Mr. Guterman. 

Another point is in connection with 
the redemption. If there have been 
such transfers in trust there should be 
a certain selectivity about the kind of 
stock that is to be redeemed because 
the stock that is in the testamentary 
estate has a stepped-up cost basis, un- 
der section 115(g) (3), which is the 
value as of the date of death. But if 
stock in a trust has been in there 20 
years the stock may face a capital 
gains tax which is entirely unneces- 
sary. 

The objective usually is to keep the 
value of the stock low, yet it may be 


THE 


more advantageous to argue for higher 
value where the estate is otherwise 
just under the 35% requirement. It 
may be more advantageous to get the 
cash out under section 115(g) (3) than 
to pay a slightly larger estate tax be- 
cause of the higher value of the stock. 

“The next question is how much to 
redeem,” said Mr. Guterman. “There is 
a certain measure of speculation in 
the sense that you pick out a figure 
that is an estimate. If you go over the 
figure you may run into the problem 
of 115(g) (3) where you exceeded the 
umbrella of immunity of 115(g) (3) 
because you have taken out more than 
the amount of taxes due, but under 
those conditions you may be well able 
to escape it on the ground of this very 
uncertainty and that the motivation 
was obviously one to comply with 115- 
(g)(3) and that can frequently be 
covered by an appropriate memoran- 
dum as to the whys and wherefores of 
the transaction itself. 

“The thing that is very important is 
this: there has been talk of spin-off 
and split-off but in connection with 
115(g) (3) you frequently have to talk 
about mergers and consolidation be- 
cause there is no provision in section 


115(g) (3) for recognizing the unified 
ownership of an entire business when 
it is split up into four or five corpora- 
tions. So you may lose completely the 
privileges of 115(g)(3) by having 
holdings in several corporations and 
thereby in any particular corporation 
your stock might not equal 35% of the 
gross estate. 

“That is also important in connec- 
tion with inter vivos transfers. You 
may find that your plan is in danger 
because of inter vivos transfers. Cre- 
ating trusts for beneficiaries may re- 
sult in stockholdings being so reduced 
in the estate that the stock no longer 
comprises more than 35% of the gross 
estate.” 

Another interesting angle, said Mr. 
Guterman, is that the taxpayer or his 
representative may have a bond issue 
very high and capital very low, all out 
of proportion, and may be asserting 
that the indebtedness is really invested 
capital and that therefore he is en- 
titled to section 115(g) (3)’s provisions. 

He may find that he can use that 
approach to take advantage of section 
115(g) (3), but on the other hand he 
may find that by repaying the debt 

(CONTINUED ON NEXT PAGE) 











LUT 


LEE 








NATIONAL 














LIFE AND 

















IN INSURANCE ff 























\ COMPANY 7 


I= 































































































YW UML, 






EVERY MEMBER 
of the 


FAMILY 


The bulk of the protection should be on the life of the 
income-producer of the family, of course. 

But the uncertainty of the future applies to every mem- 
ber of the family, and the death of any one of them brings 
an economic shock greater today than ever before. 


We have always offered Life Insurance on every member 


of the family, including the baby. 
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. . . because you're looking at sales! 
Sell our new non-can Accident-Sickness- 
Hospitalization Policy — now separate 
from Life, now combined with Life. 


If you're looking for Sales, write today! 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


Concord, New Hampshire 
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Hotel WASHINGTO 


Excellent accommodations are yours at Hotel Washington. 


Air conditioned throughout, comfortable furnishings, marvelous 
food and courteous service ... all combined to make your stay ip 
Washington, D. C., most enjoyable. Hotel Washington combines 
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(CONTINUED FROM PRECEDING PAGE) 
he need not become involved in 115- 


(g) (3) at all because of the cash ob- 
tained through bond redemption, and 
the taxpayer may be better off. 

The thing to remember is that 115- 
(g) (3) is of tremendous value in es- 
tate planning and it is a type of 
planning where insurance is a vital 
component. 

Mr. Zack suggested the wisdom of 
life underwriter associations and the 
CLU chapters watching the proposed 
internal revenue bureau regulations 
and when one comes along that vio- 
lates the spirit of fairness to speak out 
against it. It will be found that the 
Treasury Department will take con- 
sideration of these protests. 

Mr. Zack pointed out that 115(g) (3) 
is an exception to an exception and 
therefore unless one is actually sub- 
ject to the provisions of 115(g) (3) 
there is no need of being concerned 
about complying with 115(g) (3). The 
situation comes up only where the 
beneficiaries of an estate are also the 
principal stockholders of a corpora- 
tion. 


Discussing multiple corporations as 
affected by 115(g) (3), Mr. Zack said 
that multiple corporations are being 
used more and more for income tax 
purposes. If the corporation is liqui- 
dated, there is no need to worry about 
Section 115(g)(3). The important 
thing is to have a split-up in such a 
fashion that one or more corporations 
will be very liquid and which can 
easily be dissolved without hurting the 
business operations so if there is busi- 
ness insurance it might be well to con- 
centrate the insurance on one or two 
corporations in the setup. 

Answering a question on what a 
stock agreement must contain, Mr. 
Guterman said the first type of agree- 
ment you run into is a simple first- 
offer agreement which means that be- 
fore the stockholder can sell to any- 
body else he must first offer it to the 
other stockholders. This may be con- 
tinued to where the legal representa- 
tives of an estate must also offer to 
the survivors. That kind of set-up 
has absolutely no effect on valuation. 
The reason for that is that while you 
must first offer there is no obligation 
to offer and the law regards the right 
to hold onto something and to benefit 
from it as the right to enjoy its full 
value. 


A first-offer provision may be a 
business convenience but it has no ef- 
fect on value. 

Another type of situation is a “put,” 
as it is called in the stock exchange 
terminology. This not only provides 
for a first-offer but obligates the peo- 
ple to whom it is offered to buy it. 
For the same reason as with the first- 
offer, there is no effect on valuation, 
since the owner has the privilege of 
not offering the stock at all. 

The third type of situation is what 
might be called a “call,” that is, the 
surviving stockholders have a right to 
call upon the deceased owner’s repre- 
sentatives to sell the stock. Assuming 
a fixed price in the call and binding 
throughout life, this will fix the val- 
ue in the sense that there is a ceiling 
value but it does not preclude proving 
a lower value for estate tax. 

The fourth type of situation is a 
binding buy-and-sell agreement, as- 
suming that there is throughout the 
lifetime of the decedent the obligation 
of a first-offer to the other members 
of the firm should he wish to dispose 
of his holdings. Even a binding buy- 
and-sell agreement will not fix value 
unless it is coupled with a first-offer 


agreement during the owner’s life 
time. 

There are certain things in restric. 
tive stock agreements that may affeg 
these principles: 

1. The possibility that the transac. 
tion is not at arm’s length. Suppose 


one of these buy-and-sell agreements| , 


is made between a father and son. The 
Treasury has maintained that it is not 
bound by an agreement that does not 
partake of an arm’s length character. 
That is, the relationship between the 


parties is such that it is not a true]; 


business transaction and that there. 
fore the normal consequences of fix. 
ation of value that would normally 
flow are rejected by the commissioner 
of internal revenue. It doesn’t follow 
that all such situations are not af. 
fected. There was a case, Bensel ys, 
commissioner, 
proof was shown that the relationship 
between the father and son was not 


in which affirmative |; 


mere 1 





cordial. That resulted in the agreement 
being given arm’s length status. 
The first-offer provision is essentia] 
because otherwise the owner could dis. | 
pose of it at any moment before death, | 
Frequently in drawing up these agree. | 
ments the provision is made for first- 
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A Michigan Company presently writing 
Weekly Life, Accident and Health Insur- 
ance with an established District in Detroit, 
is seeking a man capable of training agents 
to build debits and to otherwise have com- 


Premium Agency. 


A liberal salary to start and an excellent 
opportunity for the future. Address W-47, 
The National Underwriter Co., 175 W. 
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= 
er which says in effect that you 
must first offer the stock to the sur- 
yvors and if there is a failure to pur- 
chase Within 60 or 90 days, that you 
ae free to sell to anyone you please. 
That kind of a clause can represent 
, serious detriment to the fixation of 
value for this reason: if one man owns 
30% of the stock and another man 
owns 20% and the whole thing is 
funded by imsurance the parties all 
know perfectly well that normally an 
offer to the man who has the lesser 
interest is meaningless in terms of the 
ibility of his buying the stock. It 
means that by simply offering it to him 
the entire agreement can be broken 
pecause at the end of 60 days he is 
fee of any restriction. If that is the 
case the government may very well 
gnd successfully argue that the bind- 
ing nature of the agreement was not 
valid because he could have by the 
mere formality of making an offer 
tried the effectiveness of the agree- 


ment. 
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Mr. Guterman usually puts in these 
clauses that if at the end of the period, 
60 days, in which to dispose of the 
stock the other fellow has 60 days in 
which to accept and if he doesn’t ac- 
cept the party who made the offer is 
free to sell the stock to anyone but if 
he doesn’t sell it within 60 or 90 days 
as the case may be, then all the prior 
restrictions are reimposed in the 
agreement. That represents a reason- 
able resolution of the problem and will 
probably preclude the contention that 
by a mere formality the essence of the 
agreement could be destroyed. 

When it comes to the valuation 
clause itself it should be mentioned 
that without an agreement or in spite 
of an agreement if there is an actual 
sale within one year from the date of 
death the choice by the executor of 
an optional valuation date will result 
in fixing the value of the stock for 
estate tax purposes. The necessity for 
disposing of it within the year may 
result in fixation of value. Of course, 
‘there may be other reasons for not 
choosing the optional valuation date 
because there are other assets which 
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the executor may not want to value 
jas of that date. 


Use of a fixed value in an agree- 
ment, said Mr. Guterman, is dangerous 
because the tendency is to forget it 
and then at death there is a com- 
pletely unrealistic valuation basis. One 
way to avoid this difficulty is to pro- 
vide a date beyond which the stated 
value shall not govern. One of the 
practical defects of this kind of situa- 
tion is the dissension that is created 
when periodical valuations come along. 

“Here we are fighting over the body 
before anybody is even dead, who is 
going to live longer and who is going 
to live less long,” said Mr. Guterman. 
“It is unfortunate to have this kind 
of dissension going on and some kind 
of reasonable formula value has a de- 
cided advantage.” 

; Mr. Guterman made this observation 
in connection with funding: Frequent- 
ly the agreement will state that if the 
individual does not exercise his right 
to buy, the corporation will purchase 
the stock. In that connection it is im- 
portant to watch out for several cases 
that have been decided that may cause 
difficulty from an income tax point 
of view. Those cases are the Zenz case 
and the Eddefield case and the tenor 
of these cases is that anybody in the 
corporation buying out the stock of the 
decedent may be fulfilling an obliga- 
tion or an undertaking of the survivor 
with consequent dividend tax by rea- 





















Bon of such payment to the survivor 


and the possibility of that happening 
makes it very important that these 
clauses be drawn up with the greatest 
care so that there is no fulfillment by 
the corporation of any obligation cre- 
ated by the agreement or other sur- 
vivors. 

Mr. Zack brought out that taxes are 
not the only important thing in stock- 
holder agreements, particularly where 
there are minority stockholders. The 
agreement is valuable in protecting 
the right of a minority stockholder. 
A minority stockholder should have 
the right to sell out his interest if he 
wants to rather than be “frozen in.” 
If he offers his stock and no other 
stockholder wishes to buy it, usually 
no outsider would buy a minority in- 
terest in a close corporation. There- 
fore, if the other stockholders refuse 
to buy, the agreement should provide 
for dissolution of the business. 

In discussing valuation, Mr. Zack said 
that usually the start-off is with cur- 
rent assets, then accounts receivable. 
There is room for a difference of opin- 
ion on the latter. The biggest problem 
is on fixed assets, the evaluation of 
machinery, building, and office equip- 
ment. Mr. Zack warned that balance 


sheets should never be accepted at 
face value in setting up stockholder 
and buy-and-sell agreements since the 
government does not so accept them. 





Hear 1953 Record Results 


at Jordan Sales Congress 

As lead-off speaker at the annual 
sales congress of the Earl C. Jordon 
Massachusetts Mutual Life Chicago 
general agency, Mr. Jordan said that 
in every sense of the word 1953 had 
been the agency’s foremost year. There 
were 1,333 cases paid for amounting 
to $12,343,012 of ordinary, 61 cases for 
$602,780 of annuities, 19 cases for $16,- 
623,031 of new volume, with total pre- 
miums of $348,684. Twelve of the agen- 
cy’s full-time associates sold one or 
more group cases and the agency 
closed 1953 in third place among all 
the company’s agencies in ordinary and 
second place in group. 

Gain in 1953 over the previous year 
in ordinary was $1,374,223. Out of total 
ordinary production of $12,343,012, 
$10,333,072 was from the full-time or- 
ganization, a gain of $2,459,752 over 
full-time production in 1952. Twenty- 


three agents showed a gain in individ- 
ual production, the largest increase 
being made by Jacob E. Way, Jr., with 
a gain of $421,200, followed by Henry 
E. Franzen with $271,650. 

Other speakers for the congress were 
Rauland C. Fischer, district group 
representative; James R. Martin, su- 
perintendent of agencies, who was on 
from the home office with Vice-presi- 
dent Chester O. Fischer, and Wrayburn 
M. Benton, 2nd vice-president, and 
Gerald W. Bruce vice-president of I. 
S. Berlin Press. 

There was also a pension panel mod- 
erated by William J. Nelson, Jr., as- 
sociate general agent. Panelists were 
James W. Ensminger, Carl E. Owen, 
John Goldbacher, and Bernhard F. 
Kalb, Jr. 





Kaufman in Front Again 


Nate Kaufman, general agent at 
Shelbyville, Ind., led Indianapolis Life 
in production during 1953 with $1,- 
341,322 paid business. It was the 
ninth time in the past ten years that he 
has been the company’s leading pro- 
ducer. 

Maurice A. Kennedy, Noblesville, 
Ind., was second, followed by A. 
Meyer, Indianapolis. 
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Know our thinking 
eooim advance 


We would like to acquaint you with our fundamental thinking on 


the subject of surplus and substandard business. 


Not in terms of specific impairments, but in the broader 
sense of our basic company attitude . . . as embodied in 
a new booklet, “Message to Brokers,’ by Dr. Harry 


Dingman (author of “Risk Appraisal;’ etc.). 


It will tell you in advance of the time when you need and can use 
a “second company” (next after your own), what you can expect 


from us when you have a surplus or substandard problem. 


WRITE TODAY FOR YOUR FREE COPY 


Agency Department 


CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue, Chicago 4, Illinois 


Associated with Continental Casualty Company—Transpor- 
tation Insurance Company —United States Life Insurance 
Company —A National Institution writing all forms of Acci- 
dent and Health, Life Insurance, Casualty, Surety Bonds, 
Inland Marine, Fire and Allied Coverages 
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Sammons Agency Director 
of Bankers Life & Casualty ACTU ARIES 
Bankers Life & Casualty has streng- 
thened its agency staff with the ap- 
pointment of Fran- 
cis E. Sammons, = 
Jr., as agency di- CALIFORNIA B 
rector, and Wil- d 
liam P. Barrett as ae 
agency secretary. COATES, HERFURTH & 
Mr. Sammons, 
as director of all ENGLAND 
commercial sales, 
will be in charge CONSULTING ACTUARIES 
of the company’s San Francisco Denver Los Angeles 
nationwide White 
Cross Plan. He 
comes to Bankers 
L. & C. with ex- GA.-VA.-N.Y. 
GREATNESS... perience in nation- _ Francis E. Sammons, Jr. a 
os : om ally known pub- BOWLES, ANDREWS & 
In this “month of presidents” we may ask ourselves: lishing and advertising organizations, TOWNE 


what makes a man great? 


Men become great because they do much good for 
people who live in their time, and for generations yet 
to follow. 


Life insurance may also claim a share in the title of 
greatness. Our business is built upon doing good for 
men now—and for those who follow after. We are 
proud of our part in the great life insurance business. 


BENEFICIAL LIFE 


Insurance Company 
David O. McKay, Pres. Salt Lake City - Utah 
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A WELL-BALANCED COMPANY 


NEW PAID BUSINESS 
SETS RECORD 


Outstanding performance by Fidelity’s Field pro- 
duced a record high of over $88,000,000 new business 
in 1953. 


Life Insurance in force over $807,000,000; assets 


over $280,000,000. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 











and is a veteran of World War II. 

Mr. Barrett joined the company as 
an agent in 1946. In 1948 he was ap- 
pointed supervisor at Cleveland and 
was elevated to manager there in 1950. 
Both men will make their homes in 
suburban Chicago, Mr. Sammons in 
Barrington, and Mr. Barrett in Win- 
netka. 





Elect Simpson at Dayton 


Harley J. Simpson, Equitable Soci- 
ety, was elected president of Dayton 
General Agents & Managers Assn. at a 
meeting addressed by Robert Osler, 
vice-president of Rough Notes Co. 

Samuel Emerick, Mutual Life, is 
vice-president, and Floyd Bennett, 
Prudential, secretary. 





Would Narrow Exemption 


WASHINGTON—The ways and 
means committee has decided that in- 
terest on loans made to buy single 
premium annuity policies shouldn’t 
qualify for tax deduction. This change 
would put them in the same class with 
single premium life and endowment 
policies. Under present law, if substan- 
tially all of the premiums on one of 
these insurance contracts are paid 
within four years it is considered a 
single premium contract. The com- 
mittee would extend this definition 
to annual premium policies where the 
same result is achieved by discounting 
future premiums. 


Schilke, Grosskopf Raised 


Prudential has promoted William H. 
Schilke to manager at Racine, Wis., 
succeeding Stanley W. Grosskopf, who 
has been appointed an associate direc- 
tor of agencies in the company’s north- 
central territory. 

Mr. Schilke, who also will be in 
charge of sales activities at Kenosha, 
most recently has been regional super- 
visor at Milwaukee. He joined the com- 
pany as an agent at Milwaukee in 1939 
and subsequently was advanced to 
staff manager there. In 1950 he was 
promoted to training consultant end 
in 1952, to regional supervisor. 

Mr. Grosskopf, who has been man- 
ager at Racine for eight years, will 
work with Peter C. Zimmer, director 
of agencies at Milwaukee. 








]. P. LoTruglio Promoted 


Joseph P. LoTruglio has been ap- 
pointed assistant manager of the mid- 
town New York City branch of Union 
Mutual Life. He succeeds Timothy 
Donoghue, who has been appointed re- 
gional group manager, with headquar- 
ters in the New York City agency. 

Mr. LoTruglio joined the company 
in 1952 as supervisor in the midtown 
branch. He had been in charge of Aet- 
na Life’s Brooklyn A &H department. 
He is an army veteran. 





e Plymouth Life of Austin, Tex., has 
moved from the Terry-Brooks building 
to its new home office at Seventh & 
Colorado streets there. 


Consulting Actuaries 























Employee Benefit Plans 
Atlanta) ¢ Richmond e¢ New York 
GEORGIA & 
MICHIGAN 








ALVIN BORCHARDT & COMPANY 
CONSULTING ACTUARIES 
AND 
INSURANCE ACCOUNTANTS 
911 KALES BLDG., DETROIT 26, MICH. 
1315 WILLIAM OLIVER BLDG., ATLANTA, GA. 


ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 









































Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinois 

Telephone FRanklin 2-4020 

Herry S. Tressel, M.A.1.A. 

mM, Wolfman, F.. S.A. ) on H. Gillette, C.P.A. 

N. A. Moscovitch, A.S.A W. BP. Kelly 

Rebert Murray 














CHASE CONOVER & CO. 
Consulting Actuaries 
and Certified Public ree 
M. F. BRENNAN, M.C 
A. S. BOYD, JR. — KENNETH CAMDEN, C.P.A. 
Telephone FRanklin 2-3863 
135 S. La Salle St. Chicago 3, IlL 

















INDIANA & 
NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Omaha 








Indianapolis 

















NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, Now Yerk, N. Y. 
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FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 
PHILADELPHIA 
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Claris Adams to Head perintendent of agencies; Ralph J. largest ever for the company, brought a 15% increase. Insurance in force 
Stayner, vice-president; Myrtle Lunn, the total to $45,015,569. At the year gained $8,359.436 to total $134,541,061. 
ALC Headquarters Staff secretary, Walter A. Lunn, treasurer, end the company had $123.83 of assets Showing a 12% increase, the average 
(CONTINUED FROM PAGE 1!) and Paul A. Goodin, attorney. per each $100 liabilities. The gross size policy was $3,458. 
———— many additions to membership, rate of interest on invested assets 
ynile his ability as a public seu a was 3.69%, compared with 3.47%. SHENANDOAH LIFE 
B} took the message of life insurance to P g Ordinary business of Shenandoah 
mdiences of all types throughout the Terms to Recap 1953 MUTUAL LIFE OF NEW YORK Life increased nearly 30% in 1953 and 
a Mutual Life sold $362,200,000 in insurance in force reached an all-time 
RTH & Mr. Adams has actively participated (CONTINUED FROM PAGE 1) 1953, up 15% and its greatest volume high of $389,238,099, according to Pres- 
in the civic life of Columbus and GREAT-WEST LIFE since 1930. Insurance in force totals ident Paul C. Buford. 
Ohio. He has served as president and . $4,825,000,000 as against $4,649,000,000. Assets of $38,811,639 were a gain of 
UARIES chairman of the Community Chest of Great-West Life’s 1953 new business Sales included $4,100,000 issued under $2,308,743. The average rate of re- 
turn earned on invested assets was 


Les Angeles 
—_——— 








Columbus and Franklin county, vice- 
president of the Columbus War Chest, 
regional chairman of the committee on 
economic development, and director of 
the Ohio regional board of Boy Scouts 








a 
WS & of America. He has participated in 
: many other civic activities. 

In returning to ALC, Mr. Adams 
ries again will be associated with six staff 
Plans members who served with him during 

New York]! the years 1926 to 1929. They are Ad- 
—————| ministrative Vice-president Lee N. 
Parker, General Counsel Ralph H. 

Kastner and Assistant Treasurer Lil- 

' lian Wille, of ALC; and Vice-president 

| 0.V. Elder, 2nd Vice-president Gordon 

_ Gifford and Assistant Treasurer Ruth 

COMPANY J. Browne of American Service Bu- 


TS 


6, MICH. 
ILANTA, GA. 

















reau. 
Mr. Adams is regarded as one of the 
top-flight speakers in the life insur- 
ance business, with an easy, relaxed 
style of delivery, yet capable of arous- 
ing his listeners’ emotions when the 
occasion calls for it. One of the most 
outstanding platform performances of 
his career was at the main luncheon 
session of the 1953 ALC meeting when 
he introduced all the past presidents 
who were on hand and gave a little 
biographical sketch of each. 
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. PB. Kelly 


Mr. Adams is highly regarded as a 
conciliator of divergent viewpoints, as 
he has had many occasions to demon- 
strate as chairman of the joint ALC- 
LIA committee on federal income taxa- 
tion of life companies. There have been 
times when efforts to agree on a com- 
mon program were threatened with 
failure, even to the point where some 
of the conferees were ready to walk 
out. However, with his good humor and 
ability for getting agreement on a com- 
promise, Mr. Adams always succeeded 
in keeping the project moving ahead. 

It is almost impossible to throw him 
off his stride even in situations that 

































would have most other men flustered. 
In appearing before the ways and 
means committee and in conferences 
with Treasury representatives there 
have been times when an abrupt shift 
in course was necessary for strategic 
reasons but it never bothered him to 
be taxed with these by those on the 
opposite side of the table. 

It has not yet been definitely decided 
where Mr. Adams will have his head- 
quarters—Washington or Chicago. Ev- 
en if he is to be located at Chicago he 
will be spending a great deal of his 
time at Washington on ALC matters. 

By joining the ALC staff March 1 
he will have a month overlap with 
Mr. Hogg and will also be able to at- 
tend the three ALC regional meetings 
in early March and the executive com- 
mittee meeting March 15 in Chicago. 





Old American Has Rally 


Old American Life of Seattle marked 
the sixth anniversary of its entrance in 
Utah with a dinner and agents’ meet- 
ing at Salt Lake City. More than 100 
persons attended. 

On hand from the home office to 
conduct the business meetings were 
J. A. Hibbard, president; J. Alvin Hib- 

» executive vice-president and su- 





amounted to $354,080,600, compared 
with $327,093,322 a year earlier. In- 
surance in force stood at $2,393,566,143, 
comprised approximately of $1,987,- 
000,000 insurance and $406 million an- 
nuities, representing an increase of 
$261,913,030. 

Assets increased by $34,611,412 to 
$480,638,664. After deducting all in- 
vestment expenses, the net rate of 
earned interest was 3.83%, as against 
3.75%. Capital, contingency reserve 
and surplus increased from $23,020,682 
to $25,108,097. 

Benefit payments to policyholders 
amounted to about $43 million and in 
addition some $31 million was added to 
policyholders’ reserves. 

Group business in force increased 
$129 million, amounting to $706 mil- 
lion. Such business now forms nearly 
30% of the company’s total business in 
force. A & H premium income was just 
short of $12 million, an increase of $2,- 
850,000. 


GUARDIAN LIFE 


Guardian Life’s sales in 1953 
amounted to $132,719,000, up 6.5%. In- 
surance in force is $1,121,033,000, up 
$76,654,000. A&H premiums for Guar- 
dian’s first full year in the A&H field 
were $327,850. Income from all sources 
was $52,654,000, up 6%. Net earnings 
were $6,240,000, up 30%. Of this 
amount, $4.6 million has been set aside 
for dividends, up 12.9%. The disability 
fluctuation reserve was increased by 
$350,000 and the balance of $1,290,000 
was added to surplus, which is $23,- 
026,000 or 6.9% of liabilities. Benefit 
payments were $18,443,000, up 3.8%. 
Dividend payments were $3,915,000. In- 
vestment income was $12,538,000, up 
7.2%. Net return was 3.4%, as against 
3.34%. 


KANSAS CITY LIFE 


Net paid-for business of Kansas City 
Life in 1953 was $125,786,197, com- 
pared with net-issued business in 1952 
of $117,417,512. Insurance in force 
reached $1,013,741,546, as against $955,- 
114,999. 

Assets rose from $270,698,077 to 
$288,069,408. Special contingency fund 
was raised to $5 million, compared 
with $4 million. Unassigned surplus 
rose from $10,501,114 to $12,216,272. 
Capital, surplus and contingent re- 
serves totalled $21,216,272, a gain of 
$2,715,158. 

Benefit payments amounted to $12,- 
383,000, compared with $11,525,000. 


MONARCH LIFE, MASS. 


Monarch Life of Massachusetts had 
new ordinary life business in 1953 of 
$49,071,355, a gain of 16.2%. Individual 
A & H premium income rose 5.4% to 
total $2,847,743. Life insurance in force, 
including group and employe, stood at 
$243,551,544, a 16.6% increase, and 
premiums in force on A. & H. business, 
other than group and_ employe, 
amounted on a yearly basis to $13,437,- 
268, an 8.4.% increase. Benefit pay- 
ments were $7,637,859, as against $7,- 
103,406. 

A $6,001,462 increase in assets, the 


“Module Multiprotection” plans, new 
employe benefit program for small and 
medium-sized business concerns. Mu- 
tual began issuing module contracts 
last summer. 


NATIONAL LIFE OF VERMONT 

National Life of Vermont’s sales 
reached a record high of $163,621,758 
in 1953, up 16%, and assets rose 7% to 
$551,834,403. Insurance in force is $1,- 
412,123,304, a gain of 8%. 

Dividends were increased, with $10,- 
511,032 set aside for 1954, up 29%. In- 
terest rate on investments was 3.52% 
before federal income tax as against 
3.47% in 1952 and 3.3% after federal 
income tax against 3.25% in 1952. 


OHIO NATIONAL LIFE 

With $106,546,719 new insurance 
paid-for, President John H. Evans re- 
ports that Ohio National Life’s 1953 
sales exceeded those for 1952, the best 
previous year, by more than 20%. 
Company earnings and margins of 
protection to policyholders reached an 
all-time high. The gain of insurance in 
force was $65,637,592, bringing the to- 
tal to $625,427.238. 

Assets of $136,644,500 were higher 
by $9,314,191. Capital and surplus 
amounted to $7,603,366, up from $6,- 
886,742. 


OHIO STATE LIFE 

New paid-for production of Ohio 
State Life in 1953 totaled $33,348,566, 
an increase of 12.7% exclusive of 
group, according to President Claris 
Adams. Insurance in force reached 
$269,580,084, up $16,850,387. Assets 
gained $4,855,205 to $69,977,384. Capi- 
tal, surplus and voluntary contingency 
funds rose $455,528 to total $7,297,251. 

A. & H. premium income was higher 
by $47,000. Death claim payments to 
beneficiaries were $450,000 more than 
in any other year. 


PENN MUTUAL 

Penn Mutual’s 1953 new business 
set a record of $358,849,420, up more 
than $33 million. Insurance in force is 
$3,393,604,489, up $177,947,838. The 
average new policy amounted to $6,969 
compared with $6,394 in 1952 and $5,- 
516 in 1951. Assets are $1,457,810,025, 
up almost $52 million. Net interest on 
investments, before federal income 
taxes, was 3.29% as against 3.2% in 
1952 and 3.1% in 1951. Benefit pay- 
ments were $99,750,850. Total invest- 
ments made in 1953 were about $150 

on. 


PHOENIX MUTUAL LIFE 

Phoenix Mutual Life’s sales for 1953 
were a record $138,195,000, up 11%. 
Insurance in force is $1,318,423,000, an 
increase of $78,140,000. Premium in- 
come was $53,076,000. Assets went up 
$34,134,000 to reach $161,408,000. Bene- 
fit payments totaled $34,163,000. Net 
investment return before federal in- 
come taxes was 3.39% and 3.18% after 
taxes. 


PROVIDENT LIFE, N. D. 
New business of Provident Life of 
North Dakota in 1953 was $19,720,577, 


3.57%, compared with 3.39%. Benefit 
payments since organization now 
amount to $67,558,742, the 1953 fig- 
ure being $5,102,421. 

During the year, the company pur- 
chased for trustees under the plan of 
mutualization 5,772 shares of stock at 
$76 per share. Remaining stockholders 
were offered the same price. At the 
year end, 3,662 shares of stock, about 
7% of total, were outstanding in the 
hands of 63 stockholders, and some of 
these have been purchased for deliv- 
ery in 1954. 

The cost of acquiring the stock ac- 
counted for a decrease in unassigned 
surplus. From operations there was a 
surplus increase of $208,054 though 
after deducting the $323,232 paid for 
acquiring stock, surplus funds showed 
a $115,177 decrease. 


UNION CENTRAL LIFE 

Union Central Life’s 1953 new busi- 
ness of $206,449,429 was the highest 
ever and an increase of 28.1%, Pres- 
ident W. Howard Cox has announced. 

Insurance in force increased $125,- 
940,761 to total $1,684,993,020. Benefit 
payments were $51,903,672, bringing 
the total of such payments since or- 
ganization to $1,423,524,758. Assets in- 
creased to $697,083,542, compared with 
$676,661,088. Surplus amounted to $23,- 
707,117, as against $22,361,519. 


UNITED LIFE & ACCIDENT 
Assets of United Life & Accident 
are $30,148,359, up $1,874,554. Capital 
and surplus funds are $3,069,420, with 
a surplus increase of $354,931. Sales 
increased 24% to $26,841,548. Insurance 
in force is $156,896,477, up $17,335,357. 


WASHINGTON NATIONAL 

Washington National exceeded its 
1953 goal of $920 million of life insur- 
ance in force by more than $10 million, 
President P. W. Watt reports. 

The $230,052,691 of new business 
paid for represents an increase of $37,- 
417,573 and brings life insurance in 
force to $930,552,561, a gain of $118,- 
323,678. 

The company’s 1954 goal will be $1 
billion of life insurance in force by 
the time it holds its industrial, ordi- 
nary and group conventions in the fall. 





Riebel to Oklahoma City 


Sylvester F. Riebel has been ap- 
pointed general 
agent at Oklahoma 
City by Penn Mu- 
tual. He succeeds 
George A. Ben- 
nington, III, now 
superintendent of 
agencies. Mr. Rie- 
bel went to the 
home office last 
April to partici- 
pate in the gen- 
eral-agents-in- 
training program. 
Before that he was 
for three years 
with the Weiss 
agency at Fresno as agent and dis- 
trict manager. He is an air force vet- 
eran. 





S. F. Riebel 
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Life Company Stock ; “Misstates” Attitude 
Late News Bulletins... Toward Ike’s Plan 


Prices Keep Rising 


NEW YORK—Life insurance stocks 
continued in January the upward 
climb that characterized their 1953 
performance. The rise has continued 
into February. For example, 265 was 
bid for Connecticut General Tuesday 
as against 250 Jan. 28. The bid figure 
on Lincoln National went from 202 to 
215, on Travelers from 890 to 915 bid. 
Following are the bid and asked prices 
as of the close of business Jan. 28 for 
19 life company stocks considered by 
Shelby Cullom Davis & Co., New York 
City insurance stock and municipal 
bond specialists, as those most active- 
ly traded. 


















Bid Asked 
Aetna 102 103% 
Colonial _........... 64 66 
Columbian Nat. 73 75 
Conn. General .. 250 255 
Continental Assur. 142 144 
Franklin  .......0.0:0000 52 53 
Great Southern .. 46 48 
Gulf 23% 24 
Jefferson Std. ...... 88 89 
Kansas City wee 680 690 
Life & Casualty 22% 23% 
Life of Virginia .. 12% 73% 
Lincoln National 202 205 
Monumental .. 56 58 
National L&A  .....cccsesseserseseee 65% 66% 
Northwestern Nat. 33% 34% 
Southland ........ 113 118 
Southwestern .. 93 95 
Travelers 890 900 








Chicago Union League 
Hears Bright ‘54 Forecast 


(CONTINUED FROM PAGE 2) 
ever, this is only $6,500 insurance per 
family, which he characterized as “a 
pitiably small sum.” Only 3.6% of dis- 
posable national income goes to buy 
life insurance. 

It is predicted that general business 
will be a little less good in 1954, but 
Mr. Guertin said that this has histor- 
ically been a good thing for life insur- 
ance. Agents may have to work harder, 
but their message will reach a more 
responsive chord; employers may be a 
little more careful with their group or 
pension plans, but this is a line of busi- 
ness probably too well established to 
slow down to any extent. 

Production this year may be made 
more attractive to the public with many 
companies offering new plans or new 
gadgets. 

Mr. Guertin remarked that in 1937 
the companies got a 2.88 return on 
their investments which were mostly in 
government bonds, but that is now at 
a 3.28 level and reserves for liabilities 
are down from 3.00 to 2.88. This gives 
the life companies almost a %% better 
return. Mortality rates have improved, 
and while expenses have skyrocketed, 
the average face amount of policies 
has risen, mechanization has been in- 
troduced and unit costs have not risen 
proportionately. 

A number of companies recently 
have reduced premiums and others 
have increased dividends. The net cost 
of life insurance is down whenever this 
is done and a trend may be in the 
making. This puts life insurance in a 
much better comp2titive position, he 
observed. 

Mr. Guertin said the problems of the 
business are explaining what life in- 
surance can do, and dealing with legis- 
lation and taxation. Taxation is the 
worst of these problems, he said, and 
it is a subject about which there is a 
great deal of misunderstanding. There 
is no bonanza in the life insurance bus- 
iness on any tax front, he declared. 
Every tax imposed on a life company 
is passed along to the buyer of insur- 
ance, and the business is attempting 
to get on the best possible footing. 

The business is trying to work out 














(CONTINUED FROM PAGE 1) 
reorganized to devote its activities exclusively to brokerage business. Agency 
members not engaged in brokerage operations will be transferred to a newly 
formed sales office headed by William G. Loventhal, who has been assistant 
manager of the company’s R. J. Murphy & Associates agency at Chicago. 


Would Put Welfare Funds Under State Control 
WASHINGTON—HR 7438, introduced by Rep. Hoffman of Michigan, would 
remove the anti-trust exemption for union welfare funds not under state in- 
surance department control. The bill is virtually the same as Mr. Hoffman’s 
earlier HR 7116, except for specifying state insurance department supervision 
rather than merely specifying state supervision in a general way. Hoffman’s 
7437 would amend the Taft-Hartley act section dealing with welfare funds 
so as to forbid employer contributions unless the fund is under the state insur- 


ance department supervision. 


Prudential Debit Agents May Strike March I 
Prudential industrial agents represented by the AFL insurance agents union 
may go on strike March 1, when the present contract expires, according to 
George L. Russ, international president of the union. He said negotiations on a 
new contract have been suspended but said he hopes for an early resumption 


of negotiations. 


He issued a denunciatory statement which indicated that the union and Pru- 
dential were not seeing eye to eye on the union’s demands. Prudential industrial 
agents in the AFL went on a prolonged strike two years ago. 


Equitable Makes Changes in W. Va., Va. 

J. E. B. Sweeney and his brother, Thomas B. Sweeney will on Feb. 15 retire 
as managers for Equitable Society at Charleston, W. Va., and Wheeling, re- 
spectively, but will continue as independent general agents of Equitable. The 
Charleston and Wheeling organizations will be consolidated, with headquarters 
at Charleston. T. Woody Evans, now manager at Roanoke, will head the new 
agency. The Roanoke territory is being transferred to the Richmond agency, 
headed by J. Smith Ferebee. Messrs. Sweeney are sons of the late John F. 
Sweeney, who founded Equitable’s sales organization in West Virginia in 1887. 
T. B. Sweeney, Jr., of the Wheeling agency, is resigning his management duties 
to devote full time to public interests. His brother, J. F. Sweeney, also of the 
Wheeling agency, will continue with the Evans agency. 





New Titles Given Four 
by Shenandoah Life 


Richard S. Leftwich, general counsel 
of Shenandoah Life, has been given 
the additional title of secretary. In his 
new position he succeeds the late 
Oscar W. Yates. 

Also, additional titles of vice-pres- 
ident have been given to Dr. David S. 
Garner, medical director; R. N. 
Matthews, actuary, and T. T. Moore, 
comptroller. 





e William W. Ray, former supervisor, 
has been appointed assistant general 
agent in the Tyson agency of Massa- 
chusetts Mutual at Richmond. 








some non-discriminatory bills so that 
beneficiaries are not subject to an un- 
fair tax burden. 

Discussing social security, he men- 
tioned this involves practically the 
same amount of life insurance in force 
as the private companies have been 
able to build up over the years. As re- 
visions in the law are discussed, the 
business is getting together to make 
appearances before committees and to 
offer constructive suggestions. 

Last year the life companies had al- 
most the same rise in premiums as the 
A. & H. insurers, with ordinary up 
15%, industrial up 7% and group 25%. 
The life companies write 64% of all 
A. & H. business, 37% of individual 
and 80% of group. 

He mentioned there are two bills in 
Congress to amend Public Law 15 and 
the Clayton act which would make it 
impossible for an employer to con- 
tribute to a welfare fund unless it 
comes under government supervision. 

Emil Lederer of the Stewart, Keator, 
Kessberger & Lederer agency at Chi- 
cago discussed the casualty and surety 
business, and George Whitford, vice- 
president of Fire Association, presented 
the fire insurance picture. 


Suggest Hospital Deductible 


at A&H Bureau Seminar 

(CONTINUED FROM PAGE 2) 
confusion between doctors and insur- 
ers. 

Howard A. Moreen, group secretary 
of Aetna Life, brought up some of the 
problems of underwriting major medi- 
cal when the basic plan is insured in 
another company. This problem comes 
about when the employers wanting 
major medical have their basic bene- 
fits with a company not offering major 
medical, and cannot or do not want to 
transfer the basic benefits. 

One proposed solution is to ignore 
basic benefits in this situation, but Mr. 
Moreen said this would be undesirable 
from a sound underwriting and social 
standpoint. It would require a high 
deductible which might result in a se- 
vere gap in coverage. 

If major medical benefits are com- 
pletely integrated with the basic plan, 
thus excluding any expenses paid un- 
der the basic, underwriting complica- 
tions and problems arise. Mr. Moreen 
pointed out that eligibility for major 
medical would be limited to those cov- 
ered by the basic benefits. 

A discussion of policy as regards 
payment for X-rays, hydrotherapy, 
anesthesia, and related matters was 
given by E. David Willerup of Connec- 
ticut General Life, who said payment 
for these services are really payment 
of a professional fee which is excluded 
in the contract. However, the majority 
of companies pay under the provision 
for extras. 





Borden San Antonio Head Man 

William A. Borden, American Hos- 
pital & Life, has been designated pres- 
ident of the San Antonio Assn. of A. & 
H. Underwriters to fill the unexpired 
term of Hal Bennett of Employers 
group who has been transferred to Dal- 
as. 


Life insurance leaders interested 
the A&H business were disturbed 
an article in the Chicago Daily New 
of last Monday which implied that th, 
life insurance business is out of sym, 
pathy with President Eisenhower, 
health insurance proposals. The 
was based on views attributed to, 
group of insurance executives wh 
have been asked by Secretary Hobby 
of the Health, Education and Welfay 
Department to cooperate with the de 
partment in working out a solution t 
the insurance aspects of the program 
There was not only an implication tha 
the executives felt there was no prac. 
tical solution, but that they felt Mrs 
Hobby was also dubious. 

So far as could be learned, ther 
is no basis for either of these impli. 
cations. The official position of the life 
insurance business, as recently statej 
in a joint American Life Convention. 
Life Insurance Assn. of America an. 
nouncement, is that the associations are 
“in full accord with the government's 
desire to improve further the nation’ 
health care”. That attitude has not 
changed. 

As a matter of fact, those in the 
group that is cooperating with the 
Health, Education and Welfare Depart. 
ment were invited to do so as individ. 
ual experts and not as representatives 
of the life or A&H business. 

The Daily News article appeared ty 
be following the pattern of the news. 
paper’s Jan. 20 editorial criticizing the 
President’s program. 





Tex. Tri-City Congress 


Speakers Announced 


Speakers have been announced for! 
the Tri-City Sales Congress to be stag- | 
ed by Texas Assn. of Life Underwriters 
at Dallas Feb. 11, Houston Feb. 12 and} 
San Antonio Feb. 13. 

Dates for other insurance gatherings 
have been scheduled, though programs 
are still being arranged. Three “life 
insurance weeks” are to be observed, 
one at San Antonio Feb. 7-13, another 
at El Paso Feb. 22-27 and a third at 
Fort Worth March 14-20. The east 
Texas sales congress will be held at 
Tyler, March 26, and the west Texas 
congress at Amarillo April 3. The Tex- 
as leaders round table will hold its an- 
nual seminar at Southern Methodist 
University, Dallas, April 1-5. 

Addressing the Tri-City sessions will 
be G. Nolan Bearden, New England 
Mutual Life, Beverley Hills, Cal, 
chairman of the Million Dollar Round 
Table; Robert L. Hogg, executive vice- 
president of American Life Conven- 
tion who is to become senior vice- 
president of Equitable Society; Frank 
Bell, American General Life, Abilene, 
Tex.; S. M. Scrudato, Metropolitan 
manager at Jersey City, and Loran 
Powell, managing director of Life Un- 
derwriter Training Council. 





Dorman Associate G.A. 

Wayne E. Dorman has been ap- 
pointed associate general agent in the 
Marr agency of Penn Mutual at Wash- 
ington. He is a CLU and a navy vet- 
eran. 





American Investors Plan 


American Investors Life has issued 8 
“monthly mortgage disability plan, 
sold either with or without a compan- 
ion life policy and featuring a 1 
premium on males and females from 
ages 16 to 59. Monthly indemnity of 
the policy is limited to $150, but the 
policy can be written in any amount 
up to the limit. 
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[ASTERN MICHIGAN AND SOUTHERN ILLINOIS 


HAVE YOU THE ABILITY TO HIRE AND 
TRAIN MEN? 


If you are interested, contact THE FRIENDLY 
COMPANY. Positions carry salary, expenses — | 
and overwriting. 


If you are the man, real money canbeearned 
under our plan. 


All replies held in strict confidence. 
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ss” PEOPLES LIFE INSURANCE COMPANY 
FRANKFORT, INDIANA 
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This We Believe 


@ That a new and modern compensation 
plan is necessary for qualified under- 
writers to meet present day economic 
conditions. We have such a plan. 







e@ That it is our responsibility to pursue a 
policy of expansion that will provide 
ample opportunity for our field men 
who may become interested in mana- 
gerial positions. 

e@ That it is our responsibility also to pro- 
vide career contracts, liberal first year 
commissions, vested renewals unsur- 
passed, bonus on quality business, and 
an attractive retirement plan. For 
more information, 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 
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PROBLEM — Find a major medical expense plan that 


will meet the needs of all income groups. 






SOLUTION — Take a maximum benefit of $5,000 for each 
person. 

SUBTRACT: As a deductible, only the first $50, $75, or 
$100 of yearly medical expenses on each person 
covered, then 


MULTIPLY: This individual deductible by 2 and make it 
the maximum deductible for the family unit. 


ADD: A liberal, graduated surgical schedule providing 
up to double benefits for higher-salaried groups 
+ A special separate malignancy schedule + 
A 90-10 co-insurance factor on Special Hospital 


Services only + Many other new and needed 


benefits. 
PLUS FACTOR: Make the plan basic, not superimposed. 


RESULT: OCCIDENTAL'S NEW GROUP MAJOR MEDICAL 
EXPENSE PLAN = 


DIVIDEND: New sales in new and old markets. 


‘‘A Star inthe West...” 
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Life 
INSURANCE COMPANY J OF CALIFORNIA 
HoME OFFICE * LOS ANGELES 


W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO" 











Purely Mutual Operatic 
Over Half Century Service 


Highest Possible Rating Generous Co pensation 

Very Low Net Cost Liberal pensions 

Growth. ..50% in 6 years Modern underwriting 

$365,000,000. Insurance Right size to serve — 
-$123,000.000. Assets Right size to be , 
$ 10,500,000,. Surplus Ideal midwest rn to 


Life Underwriters and General Agency minded men Both 
like “ONE OF THE BEST’ FOR A BETTER FUTURE. 


CENTRAL LIFE ASSURANCE COMPANY °® DES MOINES, 10WA 














“Dad would be just as pleased as I am to see Bill out there 
... and to hear a girl like Susan cheering him. But if it 
hadn’t been for Dad, Bill wouldn’t be out there—he would 
never have met Susan. We both know how much we owe 
to Dad’s thoughtfulness—the life insurance program he 


worked out so carefully with his insurance advisor. Bill’s 








college education . . . our home. . . the monthly income 





that means I don’t have to have a job. And, of course, 


Susan . . . Dad would approve of her immediately.” 





An uncertain future? Not 

always—because the sound 

advice of the life under- 

writer turns wishes into 

planned programs, hopes 

into concrete reality. He 

eo anane s ETNA LIFE INSURANCE COMPANY 
respected name for him- 


self in his community. HARTFORD 15 CONNECTICUT 





